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AN INTERNATIONAL 
CONFERERENCE MAY BE 
ORGANIZED IN PARIS 


Underwriters in America, England 
and France Look With Favor 
on Project 











OBJECTIVE IS CO-ORDINATION 





Insurance University Pointed Out As 
Possibility With Such An 
Organization 





By Clarence Axman 

Paris, France, January 10,—Plans for 
oi international meeting of insurance 
managers and other important repre- 
sentatives of insurance companies are 
under way with the object of co-ordi- 
nating vaYrivus conditions under which 
insurance Companies are operating and 
expect to vperate in a widely extended 
field. ‘lhe gathering will be held in 
some convenient centre after the 
leace Conference is concluded, which 
will not be for some months yet. Paris 
is the naturai place for such a meet- 
ing. as it is expected to be the inter- 
national conference rendezvous for 
sume years to come, 

To this conference will be invited 
company representatives from all coun- 
iries where insurance has a foothold, 
which means practically every country 
in the world. The probabilities are 
that the invitations will be extendea@ 
through the French government, al- 
though the proposition is not far 
enough advanced yet to complete such 
arrangements as this. 

Some of the most famous under- 
writers of America, England and 
lrance have already been sounded and 
have expressed themselves as enthu- 
silastic regarding the plan, so far as 
it has been outlined. 

One of the important French insur- 
ance newspapers, read by influential 
underwriters, has already pledged its 
columns to the support of the Interna- 
tonal Conference of Underwriters 
project. This story will be the first 

(Continued on page 20) 
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Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


6c’ |‘ HE HOME OF NEW YORK” believes that the demands 

of the times require the maintenance of an impregnable 
stability, not only because of the uncertainties and contingen- 
cies which may accompany the transition of industrial, com- 
mercial and financial affairs from a war basis to a peace basis, 
but also that it may be in position to participate in any exten- 
sion of American ‘undertakings beyond our borders and take 
its place in any expansion of American enterprises which 
coming times may bring forth. 





FIRE AND ALLIED BRANCHES OF INSURANCE 
STRENGTH REPUTATION SERVICE 























The Pennsylvania Fire Insurance Co. 
Independence Square 


BRANCH OFFICE, 76 William St., 
E. G. RICHARDS, President 


N. Y. CITY 


Writes all customary forms of Fire Insurance 





Born under the shadow of Independence Hall, its office has 
been on the same site for 93 years, during which time it 
has steadfastly upheld the traditions inseparably 
associated with its birthplace. 








PHILADELPHIA | 























THE BIG FOUR 


AGE— STRENGTH— SERVICE— OPPORTUNITY 


A COMBINATION WHICH MAKES A WIN. 
NER FOR THE AGENCY FORCE OF THE 


EQUITABLE LIFE OF IOWA 


(Organized 1867) 
All previous records bruken during 1917. Substan- 
tial increase in assets and paid for insurance. Net 
gain in insurance in force during 1917, $21,764,- 
972.88, or 72% of the amount paid for. 
MEN of CHARACTER can obtain further informa- 
tion as to the Company and Opportunities by 








addressing: 


H. E. ALDRICH, Supt. of Agents 
EQUITABLE BUILDING, DES MOINES, IA. 
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$3.00 « a Year; Qe. per * Copy 


“TOTAL 1918 BUSINESS 
METROPOLITAN LIFE 
REACHES $882,340,609 


Its Ordinary Business Totals $463,- 
008,744—Industrial Department 
Figures Reach $419,331,865 





ITS ASSETS TOTAL $775,454,698 





Company’s Superintendents Are Hold- 
ing Annual Meeting at Home 
Office This Week 
The Metropolitan Life Insurance Com. 
pany during 1918 had a production of life 
insurance $882,340,609. 
This business was divided, ordinary de- 
partment $463,008,744, industrial depart- 
ment $419,331,865. This was annou.ced 
at the meeting of the Metropolitan's 
superintendents at the home office 

yesterday. 


amounting to 


The total outstanding insurance in 
force of the 
429,511,816. 


Metropolitan is now $4,- 


The Company had policies in force 
December 31, 1918, numbering 19,784,261 
which was a gain for the year of 1,- 
£21,328. The gain in outstanding insur- 
ance in force amounted to $493,329,918. 

The total assets of the Metropolitan, 
December 31, 1918, amounted to $775,- 
454,698. Its surplus funds totalled $26,- 
988,141. 

The number of policy claims paid 
during 1918 was 336,533. The amount 
paid to policyholders during the year 
totalled $82,391,144. 

The total Bonuses, Dividends, and 
Concessions to Industrial Policyholders 
amounted to $75,120,694. 

This was divided as follows: 

Bonuses paid or credited during the 
years 1897-1915 
above any obligations expressed or im- 
plid in the Company’s policies $49,062,- 
029. 


inclusive, over and 


Dividends paid or credited during the 
years 1916-1918 inclus., plus amount 
apportioned for 1919, $21,213,139. 

Additional cost of Concessions in re- 


(Continued on page 11) 
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Mortality Study By 
Professor Fisher 


PUBLIC MEN ARE SHORT LIVED 





Yale Student of Economics Draws 
Deductions From Shortened Lives 
of United States Presidents 





The high mortality of our public 
men is ilustrated in an article by Irv- 
ing Fisher, professor of economics at 
Yale, and chairman of the Hygiene 
Reference Board, Life Extension Insti- 
tute. Professor Fisher, writing in the 
New York Tribune, says: 

The unexpected and sudden death 
of ex-President Roosevelt reminds us 
once more of the extraordinary and re- 
grettably high mortality of our public 
men. Mr. Roosevelt became President 
in September, 1901, at the age of 43, 
the youngest age among all of our 
twenty-seven presidents. Acording to 
the American Experience Table, used 
by life insurance companies, the “ex- 
pectation of life’ at the age of 43 is 
26 years. But President Roosevelt 
lived only seventeen years beyond the 
age at which he became President; 
that is, he lived out only 65 per cent. 
of his expectation. 

That President Roosevelt should 
live less than two-thirds of his expec- 
tation is surprising, because of his sup- 
posedly great vitality. 

Were his case exceptional our sur- 
prise would not be great, for nothing 
is so uncertain as death, and Roose 
velt’s death may be due to his infection 
in South America, to which no other 
President has been exposed. 

But we find 
is quite the usual 
Presidents, our 
well as our Senators 
men. 

The facts as to the lives of 
Presidents are as follows: 


that premature death 
thing among our 
Vice-Presidents, as 
and Congressr 


our 


Longevity of Presidents. 


(First column of figures denotes ex 
piration of life at inauguration (Amer. 
Ex. Table); second column ratio of 
actual tp expected (5) minus (6) (Per 
cent.) 


WAEIRSIOE, ic biti gceseseends 16 69 
oe ee rere es eee eT 13 223 
DOE hi btacdsnsvanseicees 15 167 
PO cckcdiccasnerceviedsanns 15 180 
I. a Kiwden aww dd eae ene as 15 93 
a ai plaua sie aremara dares 15 153 
PO. iC ecatewendecawtmeswe 13 123 
MD ENON. saterisevwacevenge 18 139 
a rer err rr 9 1 
EEE ints cee chee seeeenswebs 20 105 
PS bcbveedsctcapecnswesunde 22 18 
cect weer ventenwias 12 s 
Er ee rer ee es 20 120 
Phe Caoseaie a kcmnde iene om 22 73 
Serre ree eee 11 100 
RR a iKaewe igs Reem awa 19 21 
NI pio a aig ata nib se eater ioe 17 59 
OT ee ee ya er tT 23 70 
BO 9 ine a:00Tb'tiy sew ace ewan 18 89 
EEE. “pccwslsseasmagenemaen 22 2 
BEE inners wccavdedcae teeta 20 26 
ae t er er re ee 22 105 
EEN cis cccevatecesneus 17 Ti 
ee rr ee rrr 18 22 
DNNGEE Sscosadvrveceaseenue 26 65 
EE GiCAWRAA PE e A ORO living 65 
ME, eiisadwetkecss scans living( 


Mortality in Periods 

The long-lived Presidents all be 
Icnged to the first half of the list and 
the majority of the shortlived ones 
belonged to the second half. These in- 
clude the three assassinated Presi- 
dents, Lincon, Garfield and McKinley. 
If we group these deceased presidents 
under four successive periods, approx- 
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and health insurance. 





Equitable Life Accident and Health Policies 


I am prepared to accept applications for accident 


JOHN M. RIEHLE, Manager 
(SINCE ’96) 
Equitable Life Assurance Society 
of the United States, 
68 William Street, New York, N. Y. 











’Phone John 4343 











imately equal, we have the following 
table: 
Ratio (per cent.) of Actual to Expected 
Longevity Beyond Inauguration. 
Excluding 
Of All Assassinated 


Periods Deceased Presidents 
Ist period (4 Pres.). 156 156 
2d Period (8 Pres.). 84 84 
3d Period (7 Pres.). 75 84 
4th Period (5 Pres.). 49 60 
| ee ee 81 91 


The table shows that the longevity 
of our Presidents, omitting the two 
still living, is only 81 per cent. of that 
“expected” according to the insurance 
table, which, in turn, is less than that 
among insured lives of the present 
time. Even if we omit the assasin- 
ated presidents, Lincoln, Garfield and 
McKinley, the longevity of the remain- 
der is) still only 91 per cent. of that 
expected by the old American Experi- 
ence Table, while this, in turn, is less 





insured lives of today which is longer 


than the American Experience Table 
indicates. We note also that the long- 
evity of our presidents seems to be 


diminishing with the increasing com- 
plexity of modern life in Washington. 
Their average longevity in the four 
successive periods was 156, 84, 75 and 
49 per cent. respectively, or, omitting 
the assassinated presidents, 156, 84, 84, 
and 60 per cent. We find the same 
apparent tendency among the  vice- 
presidents. In fact, the vice-presidents 
seem to live out a smaller fraction of 
their expectations than the presidents, 
excluding the influence of assassina- 
tions. This fact (if it be a significant 
fact, rather than an accidental incident 
in so small a number of lives) would 
suggest that the official social and con- 
vivial life at Washington in a greater 
life shortener than even the heavy re- 
sponsibilities of office. 
Yale Men Fared Better 
The five presidents of Yale Univer- 


than two-thirds the expectation of the sity, for substantially the same period 

















We NEVER 


Demobilize 





through individual effort. .- 


Service. 
B. TO SAVE FOOD 


C. TO PRODUCE FOOD 


D. TO BE THRIFTY 


Measure. 


Indemnity Clauses. 


50 Union Square 





While our country’s military forces are being demobil- 
ized, GUARDIAN policyholders continue to mobilize under 
our plan to help increase the nation’s economic strength 


A. TO BE HEALTHY AND ACTIVE 
Every policyholder is entitled to Health Reclamation 


Every policyholder may obtain the knowledge of 
Scientific Household Diets. 


Every policyholder may procure information on the 
Planning and Care of a Food Garden. 


Every policyholder will be furnished with a simple 
plan of Household Budgeting as a Practical Thrift 


The GUARDIAN’S perfect protection policies contain 
Waiver of Premiums, Disability, Annuity and Double 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Fifty-eight Years of Unsurpassed Service to Policyholders 


For a direct agency connection address: 


T. LOUIS HANSEN, Vice-Prest & Agency Manager 


NEW YORK, N. Y. 


as that of the above table, show a 
longevity equal to 137 per cent. of the’r 
expectations. 

The number of lives in all three lists 
(only 50 in all, excluding duplications) 
is so small that any statistical conclu- 
sions, without confirmatory evidence, 
would be dangerous. 

But we have enough lives among our 
congressmen—senators and represent- 
atives—about 7,500, to make the re- 
sults of undoubted significance, azd 
the results are very similar, as I have 
shown elsewhere. 

Whatever our political preferences, 
ali true Americans will mourn the death 
of President Roosevelt and acknow!] 
edge the great value of his services 
his country. The fact that those ser- 
vices have been cut short and that the 
lives of our public servants in genera’ 
are short should set us thinking as t 
whether a better conservation and util 
ization of the most useful lives of our 
country men cannot be secured. 


PRUDENTIAL WELCOMES VETER. 
ANS’ 





Positions Open For Agents Who Joined 
Colors — Soldiers and Sailors 
Get First Opportunities. 

President Dryden of the Pruden- 
tial, has announced that the Com. 
pany is ready to immediately re.em- 
ploy all its former field and home of. 
fice workers who have been in mili 
tary, naval, Red Cross or Y. M. C. A. 
work during the war. 1,577 Prudential 
people were engaged in the conflict, 
and most of them saw action. 360 
were from the home office, and the 
larger percentage of these were mem. 
bers of the 113 regiment of infantry 
which fought in the Argonne for sgev- 
eral weeks, and the 312 regiment of 
infantry which played a leading part 
in the capture of Sedan. Eighteen are 
known to have been killed in action 
or to have died of disease, but final 


figures will undoubtedly add to this 
total very substantially. 
Agents will be given debits equal 


to those they relinquished when they 
joined the colors. If there is no open- 
ing for an Assistant Superintendent, 
he will be designated as a Special As- 
sistant on regular salary until there 
is a chance to assign him regularly. 


Former soldiers not previously  con- 
nected with the Company, will have 
first call on all agency positions 


which may be open in the future. 





PAID FOR $2,182,521 
Southeastern Life of Greenville, S. C. 
Going After $4,000,000 Business 
This Year 
W. W. Mason, secretary, Southeas- 
tern Life Insurance Company of Green: 
ville, S. C. gives The Eastern Under- 
writer the following information in 
connection with that company’s work 

during 1918: 

“Our issued business, paid-for basis, 
during 1918 was $2,182,521. Increase ia 
insurance in force $784,807. I am en 
closing statement. 

“Our actual mortality was eighty per 
cent. (80 per cent.) of the expected, 
which, if rumors that have been reach- 
ing me are true with reference to the 
mortality experience of other Com- 
panies, resulting from the war and in 
fluenza, should be very satisfactory to 
us. 

“As we write non-participating busi- 
ness only, our policy-holders are not 
affected by any dividend possibilities. 

“We have just had a very enthusl 
astic Agency meeting, and our Agents 
have promised us $4,000,000 paid-fo- 
business during 1919.” 





NEXT MEETING JANUARY 28 

The January meeting of the Life 
Underwriters Association of New York 
will be held at the Arkwright Club, 
Tuesday, January 28. 
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Mutual Benefit 
Passes $1,000,000,000 


ANNOUNCED AT CERF 


No Frills to Be Tacked on Policies— 
Promotions at Office— 
Succeeds Winton 


DINNER 


Home 
Tennyson 


Idealism was the keynote of the L. 
A. Cerf agency meeting and dinner 
at the Hotel Martinque Wednesday all 
day and night—the gavel fell at nine 
o'clock in the morning and lights went 
out in a tidal wave of inspiration at 
11:30 at night— and why hostilities 
ceased then is a mystery to the rep- 
resentative of this paper, for every- 
body was happy and wanted more. It 
was a regular Cerf meeting, only more 
searching, digging for the human qual- 
ities which should be conspicuously 
displayed in the make-up and coute- 
nance of a lfe insurance saleman— 
the will to sacrifice further and still 
further through service to the pur- 
chasers of protection. It was a Mutu- 
al Benefit crowd filled with En- 
twisle’s “Spizzerinktum”—which being 


translated means Vim! Vigor!! Go!! 
It was good to be there. 
At the dinner Wednesday’ evening 


A. A. Drew announced several promo- 
tions at the Home Office. Actuary 
Percy C. H. Papps was advanced to 
the post of mathematician. Herman 
Hornfeck was made Treasurer. Milo 
W. Wilder, assistant treasurer, and 
W. H. Tennyson, assistant superin- 
tendent of agencies, succeeding’ the 
late William Winton. 

Percy ©. H. Papps’ first statement 
to the gathering after Mr. Drew’s an- 
nouncement of his promotion was to 
the effect that the Mutual] Benefit had 
become a “billionaire” company since 
January 1. The company now has 
more than $1,000,000,000 of business in 
force. 

Answering. questions sent into the 
home office by the agents with re- 
gsards to adding new provisions’ to 
Mutual Benefit policies Mathematician 
Papps in convincing language let it 
be known that no “frills” would be 
forthcoming. 


Opening Session 
This was the fifth annual convention 
of the New York Agency of the Mutual 
Benefit, and larger than preceding 
meetings. 


At the opening session Wednesday 
morning A. E. Brown presided. Super- 
intendent of agencies, A. A. Drew re- 
ferred to many interesting and inspir- 
ing items of the annual statement. The 
company closed the year with insur- 
ance in force $993,480. Furthermore, 
in December many widely scattered ag- 
encies did more business than ever 
before. Mr. Drew emphasized the point 
that nothing can halt life insurance. 
No matter what happens the need for 
it exists, if indeed, it is not intensified. 
‘ 1 he New York City Agency paid for 
$13,302,666 net in 1918. It happens that 
New York and Detroit tied in number 
of lives insured —2,352. 


Offner Presents Selling Points 


Actuary P. C. H. Papps made an ad- 
dress In which he dealt with the act- 
uarial problems and results of the com- 
pany. I. H. Offner, a man of wide ex- 
perience, and director of agents in 
New York, made a talk full of selling 
points, which is covered elsewhere in 
this paper. 

David Kay Talks Taxation 

J. Elliott Hall presided at the aftez- 
aa session. David Kay, Jr., counsel 
or the Company, enlightened his audi. 





L. A. CERF 


ence on various tax requirements and 
the application of insurance to meoct 
the inheritance levies. 
ing idea in the last tax laws is to tax 
the property the decendant passes on 
to his estate. He warned against as- 
signments, especially such as are made 
in contemplation of death. 

Circulation Explained 

Dr. William R. Ward, medical direc- 

tor, talked on circulation, illustrating 
his remarks with charts. In reply to 
questions he said that the present epi- 
demic is possibly more destructive 
than any other in modern times; that it 
differs materially from any other form 
of pneumonia known to medical science 

(Continued on page 11) 
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Mellor & Allen Hold 
Fine Agency Meeting 


PROVIDENT 





OFFICERS PRESENT 
New York Agency Plans to Produce 
More Than $8,000,000 This 

Year 


There was a great deal of “pep” in- 
jected into the after-luncheon speaking 
at the Mellor & Allen agency meeting 
at the Lawyers’ Club on Tuesday of 
this week. Mellor & Allen represent 
as general agents the Provident Life 
& Trust of Philadelphia, in New York 
City. This dinner was given to inaugu- 
rate the agency’s campaign for more 


than- $8,000,000 of business during 
1919. There were present from the 
Home Office of the Provident Life & 


Trust, President Asa S. Wing, Secre- 
tary Leonard C. Ashton, Agency Secre- 
tary William §S. Ashbrook-and F. C. 
Morse, superintendent of the Home Of- 
fice general agency. From Camden, 
Louis F. Paret, manager of the New 
Jersey general agency; from Pitts- 
burgh, Graham C. Wells, manager of 
the Pittsburgh agency. 

Warren M. Horner, formerly general 
agent at Minneapolis for the Provident 
Life & Trust, and now associated with 
the Metropolitan Life in the Minneap- 
olis territory, who is at the Home Of- 
fice of the Metropolitan familiarizing 
himself with Metropolitan ways and to 
attend the meeting of the field men of 
that company this week, was also a 
guest at the luncheon. 

A. Rushton Allen presided. Among 
those who spoke were President Asa 
S. Wing, F. C. Morse, superintendent 
of the Home Office general agency; 
Graham C. Wells, manager of the gen- 
eral agency at Pittsburgh; Louis F. 
Paret, general agent at Camden, and 
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Group Insurance 
Monthly Income Insurance 
Weekly Income Insurance 


| All Other Popular Standard Forms— 
Ordinary and Industrial 


PRUDENTIAL 


INSURANCE CO. OF AMERICA 


ncorporated Under the Laws of the State of New Jersey 


— Branch Offices in All Leading Cities in the United States and Canada — 


THE 


Home Office: NEWARK, N. J. 
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A. RUSHTON ALLEN 


Sigourney Mellor, of Mellor & 
Home From Overseas 

One of the happy events of the meet 
ing was the appearance in uniform of 
John Mumford, member of the Mellor 
& Allen agency, who has been over 
seas for more than a year as secretary 
in the motor transport department of 
the Y. M. C. A service, returning to 
New York Tuesday morning Mr 
Mumford won the Joseph Ashbrook 
cup, presented to the leading writer of 
the Mellor & Allen office the first 
year after it was presented 

Mr. Mumford says that he is mighty 
glad to get back home, and with much 
enthusiasm said the Mellor & Allen 
agency can look for him turning in ap 
plications just as fast as the “han 
hordes” were hurled back out of Flan 
ders, France and Belgium, after the 
Yanks landed “over there.” 

Remarks of President Wing 

There were forty present at the 
meeting. After the luncheon Mr. Al 
len, who presided as chairman, made 
some remarks on expansion, obliga- 
tions, credits and agency ideals, at the 
conclusion of which he _ introduced 
President Asa 8. Wing. President 
Wing, in his remarks, which were ex 
temporaneous, said in part: 

“I think the closer the officers of 
the Company can come in touch not 
only with the general agents, but with 
the men in the field and sympathize 
with them, the better it is for the 
Home Office, as well as the special 
agent. We are not held above the 
others. We are all working together 
for one common end 

“Mr. Chairman, before you spoke I 
had it on my mind to refer to three 
things that seem to me lay the founda 
tion for great work for the agents in 
the future in life insurance. The first 
thing that I had on my list is the one 
that you referred to, Government in 
surance. They have in eighteen 
months placed insurance amounting to 
about thirty-nine billion, when as a 
matter of fact it has taken fifty years 
for all the companies that are doing a 
life insurance business to write about 
fifty billion This is, as you say, a 
great education on the subject of in 
surance which cannot, in my estima 
tion, be anything but helpful to the 
agents of every life insurance com 
pany. 


Allen. 


Savings Habit Big Factor 
“The second great factor that | 
think of is War Savings Stamps. 
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There has been a great work going on 
which has taught people to save who 
never thought of saving before and 
who never knew what it meant to 
save, and I believe that is a great fac- 
tor which will work to the benefit of 
life insurance, but we have no opposi- 
tion to the stamp business nor to the 
Government saving. What I am try- 
ing to impress upon us is the thought 
that there has been a great Govern- 
ment function which has been educat- 
ing people to just what we want them 
to be educated to—that the little 
things -will make a great thing. 


Lesson From Influenza 


“And the third influence that 
to me is a factor in your favor is the 
influenza. It has not been a good 
thing for the insurance companies as 
companies, but never before have men 
realized how imminent death was or 
is. Hardly a household in our land 
but has been directly or indirectly af- 
fected, and as far as insurance is con- 
cerned, the deaths by the war pale in- 


seems 


to insignificance almost, compared 
with the deaths by influenza. 

“Those three things, the Govern- 
ment teaching men the subject of in- 
surance, the Government teaching 
men how to save, and the influenza 
teaching men how imminent death is. 


War and pestilence have combined to- 
gether to help you.” 


President Wing then referred to the 
autobiography of Stopford Brooks, 
which he had been reading recently. 
He said he found the controlling fac- 
tor in this man’s life, that which 
prompted him to undertake and ac- 
complish the things he did, was, no 
doubt, found in the phrase, which he 
quoted, “The supreme duty of life is 
to make other people happy.” A lit- 
tle further on in the book he came 
across a phrase which impressed him 
greatly—it read “The only way to do 
anything in the world is to do it.” 
Continuing, President Wing said: 
“Now you have great ambitions for 


1919, you have the strength, you have 
the health, you have the power, you 
have the incentive. You have every- 
thing in your favor, and the only way 
to do anything in the world is to do 
it. In my estimation, the calling of a 
life insurance agent is a great calling. 
Now, if you believe that, go at it with 
all your heart, and I tell you, you will 
succeed.” 
F. C. Morse Makes Address 

Following President Wing, Chair- 
man Allen introduced F. C. Morse, su- 
perintendent of the Home Office gen- 
eral agency of the Provident Life & 
Trust. Mr. Morse’s address on “How 
tc Pay for $500,000 or More Annually,” 
will be found in another column of this 
paper. It is worth reading. 

L. F. Paret Tells How 

At the conclusion of Mr. Morse’s ad- 
dress, Louis F. Paret, general agent 
of the Provident Life & Trust at Cam- 


den, N. J., was introduced. Mr. Paret 
also talked on the subject “How to 
Sell $500,000 or More Annually.” He 


said in part: 

“You have in your agency here 
of the most potent factors that 
agency can possess. In Mr. Mellor you 
have hot air, and in Mr. Allen you 
have cold facts. Now, when I say hot 
air from Mr. Mellor, I do not mean it 


two 
any 


in the sense you are taking it. No 
one can be in Mr. Mellor’s presence 
long before he feels that optimism. 


that uplift. Figures soar, and he is 
always ahead of the times. I can see 
a man, for example, who five minutes 
before Mr. Mellor enters his office has 
no idea whatever of taking insurance, 
considers he has ample insurance, feel 
very cheap after Mr. Mellor has been 
there five minutes and realizes that he 


had a very small idea of what he 
should have. 
“Grand propositions, unusual 


schemes, knotty insurance problems do 





SIGOURNEY MELLOR 


into his laboratory and he puts them 


to the acid test of The Provident Life 
& Trust Company, and if they look 
better than the Provident, he says: 


“There is a nigger in the wood pile,” 
and he is right; and so you have here 
two factors. If you combine those 
two things in yourself, you have not 
only factors that will make you write 


$500,000 in a year, but factors that 
will make you write $500,000 in a 
month. Ruskin says, “One of the 


greatest things a man can do is to see 





things clearly and tell them plainly.” 
Mr. Mellor sees them clearly and Mr. 
Allen tells them plainly. 


“IT am going to give you five’ points 
on how to write $500,000 a year—how 
to write big insurance. I am putting 
them down in a way to make them 
logical, because I believe every insur- 
ance talk should be logical. The first 
is the desire to obtain $500,000 in one 
year. The second is confidence in 
yourself to write $500,000 a year, see- 
ing yourself do it. Third, is to culti- 
vate those qualities necessary to write 
$500,000 a year. Fourth, to have defi- 
nite ideas, knowledge of your busi- 
ness, knowing the uses and seeing the 
needs and fitting them together. The 
fifth is faith in the insurance busi- 
ness, Knowing that it is out there 
without a doubt, and that ,’ou can go 
get it.” 


Mr. Paret spoke briefly as to his 
own experience, of the factors which 
lifted him from the $150,000 and the 
$200,000 class, and put him in _ the 
$400,000 class. He gave as the 
chief reason, team work. He _ said, 
“i went with the big men, with 
the big writers, and I saw’ them 
work, and how they did it and 
then I knew how to do it.” Conclud- 
ing, Mr. Paret said: “I want to wind 
up with this one point, ‘Ships sail east 
and ships sail west, with the very 
same winds that blow. It is the set 
of the sail and not the gale, that de- 
termines where they go.’” 


Sigourney Mellor said: “T have 
never been so happy in my life as I 
was on January 1, on the occasion of 
my return to business. I have ‘never 
believed in insurance sO much as 
since January 1, and the few months 
previous to that when I was away 
from it.” Mr. Mellor said that the life 
insurance profession is way past the 
$200,000 and the $250,000 men, that 
the life insurance agents in the future 
must be $1,000,000 men or more. 





Business Books for Readers of 


THE EASTERN 


The Knack of Selling—3 vols.—$1.65 


The Knack 
Selling is 
boiled-down 
perience of 
dreds of “star 
business winners, 
Its three handy 
volumes cover 
selling complete- 
ly. It takes you 
through the suc- 
cessive stages of 
the sale, from 
the preparation 
on through to the 
close, You can 
understand the 
laws of. selling 
perfectly. Shows 
how to overcome 
weak points—win 
: new confidence— 
increase sales by leaps and bounds. Each 
volume is divided into two parts, covering 
the phases of selling that are vital in win- 
ning success: 


1—Mapping out the canvass 

2—Managing the interview 

3—How and when to close 

4—Finding and correcting your weak points 
5—Getting in to see the prospect 
6—Acquiring the art of mixing 

Every successful man is a salesman, He 
sells his ideas, his services or his goods. 


He wins confidence, co-operation and loyalty 
through his ability to persuade and convince, 
The Knack of Selling makes it possible for 
almost every man to be possessed of real 
selling ability. 


The Eastern Underwriter, 105 William St., New York, N. Y. 


Please send me the books I have checked. My 
check to cover all costs is enclosed. 


How to Write Business Letters...... $1.35 
The Knack of Selling—3 vols. ........ 1,65 


UNDERWRITER 


How to Write Business Letters—$1.35 


Whatever kind of letter you must write— 
sales, collection, credit or complaint—make 
sure that satisfactory results will follow. 
Read, How to Write Business Letters. This 
practical work was produced after a careful 
study of more than 1,900 letters—some un- 
usually successful, others partially so, and 
some which failed of their purpose. his 
book tells why they were successful or why 
they failed. How to Write Business Letters 
takes the actual every-day correspondence 
you receive and shows you specifically how 
to answer it with the best results. Shows 
you with reproductions of actual letters that 
have sold goods, collected accounts, in- 
creased trade and prestige for some of the 
shrewdest correspondents in America, Here, 
too, are reproduced whole series of follow- 
up letters that have won countless dollars 
in additional profit. A careful reading of 
one of the Series alone may give you new 
ideas for your letters worth thousands of 
dollars. It isn’t necessary to tell you that 
letters are vital to your business. You 
know it. Tf they are forceful, “live,” dip- 
lomatic, powerful, larger returns are sure 
to result. This book tells how to make 
them so. 160 pages. Illustrated. 


MAIL THE COUPON 





Can you use these books in your busi- 
ness? If so, just check and fill out the 
coupon below and send us your check 
to cover the cost. We shall see that the 
books are sent to you, all packing and 
shipping charges prepaid. 
THE EASTERN UNDERWRITER, 
105 William St., New York, N. Y. 
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How to Pay For 
$500,000 Annually 


F. C. MORSE GIVES’ VIEWS 


Strong Selling Arguments Presented 
in Address at Mellor & Allen 


Meeting 
F. C. Morse, superintendent of the 
Home Office general agency of the 
Provident Life & Trust of Philadel- 
phia, presented some strong selling 


arguments in an address on Tuesday 
of this week at the Mellor & Allen 
agency meeting, held at the Lawyers’ 
Club. The topic on which Mr. Morse 
talked was “How to Pay for $500,000 


or More Annually.” He said in part: 
“Seest thou a man diligent in his 
business? He shall stand _ befove 


kings; he shall not stand before mean 
men.”—Prov. 22:29. 

“When I consider that I am asked 
to speak on tthe topic of ‘How to Pay 
for $500,000 or More Annually,’ I am 
reminded of the story of the newspa- 
per editor who advised through his 
columns that the best way to keep a 
mule from kicking was to tie a stone 
to his tail. The editor received a let- 
ter from one of his readers, who ‘wrote 
that the method might be a good one, 
but ‘Let him who is without sin tie 
the first stone.’ 

So I might paraphrase and say: Let 
him who is writing $500,000 yearly be 
the first to advise as it has been writ- 


ten. Let not him that girdeth on his 
harness boast himself as he that put- 
teth it off. 


“In this day of research, both pschy- 
cological and material, we are _ told 
that definite existing, underlying laws, 
whether recognized or not, must be 
obeyed if we are to achieve either indi- 
vidually or collectively. 

“May we not, then, in considering 
this subject of ‘How to Pay for $500, 
000 or More Annually,’ look for an un- 
derlying law or principle which, if 
obeyed in the fullness of its meaning, 
must lead to success. Have we not 
discovered this law in the words of 
the text from the Book of Books— 
‘Seest thou a man diligent in his busi- 
ness? he shall stand before kings; he 
shall not stand before mean men.’ 

“To pay for $500,000 or more an- 
nually it is necessary to stand before 
kings.—-kings of commerce, kings of 
finance. In other words, it is neces- 
sary to have prospects or solicit pros- 
pects who are worth while. 

Must be “Diligent in Business.” 

“The gist of the text seems to be 
‘diligent in his business.’ Webster de- 
fines diligent as ‘assiduous, industri- 
ous, prosecuted with careful attention 


and effort; not negligent.’ We must 
therefore be diligent in application, 
constant and persevering in endeav- 


ors to effect our object, $500,000 or 
more annually. 

““Diligent in his business.’ What 
is our business? Our business is to 
persuade people to buy life insurance. 
The power to persuade is more artis- 
tic than logical. In the words of the 
immortal Shakespeare, ‘The play’s the 
thing, wherein I'll catch the con 
science of the king.’ This applies to 
the king of finance, the king of com: 
merce as well to-day as it did to the 
King of Denmark of old. 

“The play must be staged to appeal 
to the heartstrings of love; love of 
family, of business, of self. 

Frank Sheppard’s Way ss 

“Frank Sheppard, our agent at Wil- 
mington, Del., has used a unique and 
successful method for writing $100,000 
in a given month. A small piece of 
paper with $100,000 written on it is 
presented to the prospect, with the 
statement, ‘This is the amount I must 
write this month. If you will permit 


(Continued on page 10) 
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Life Insurance Stripped of Commercialism 
By G. A. Brenckman, Agent Penn Mutual Life, Philadelphia 


“Printed by permission of the author” 





BT 














Reference having been made in recent 
issue of the “Penn Mutual News Let- 
ter” to a letter written by G. A. Brenck- 
man, agent of the Penn Mutual Life, 
with Bourne & Durham, general mana- 
gers at Philadelphia, that literally sold 
life insurance on being read either by 
the party to whom it was addressed, or 
by Mr. Brenckman to a prospect, The 
astern Underwriter wrote Mr. Brencx- 
man requesting a copy of this letter, 
together with some information per- 
taining to its origin. The letter forms 
the center of this article. 

As to its origin and its uses, Mr. 
Brenckman, believing that ‘there should 
be no secrecy of methods in selling 
life insurance, one agent from an- 
other; that every man, through a term 
of years discovers something that he 
finds particularly helpful under certain 
conditions; that an interchange of such 
discoveries is helpful to all alike; that 
it would broaden views and make seli- 
ing agents more helpful advisers, ama 
that the standard of life insurance 
salesmanship, as a result of such inter- 
change would be raised, advises us as 
follows: 

“The letter was originally written to 
a man who had been approached from 
all usual angles without success. He 
loved his home, his wife and his chii- 
dven, So that phase of life was used 
exclusively as the means of final and 
successful approach. 

“IT have found this letter a splendid 
thing to read in certain selected homes 
evenings when husband and wife were 
tcgether enjoying their home. In not 
4 single instance where | have read it 
did it fail to create an atmosphere that 
eased in a very considerable degree 
the matter of fully presenting a propo- 
sition. 

“I have read it in the presence of 
both men and women who were post- 
tively hostile to insurance and had for 
many years successfully turned away 
all solicitors, but were then readily 
written in from ten to fifteen minutes. 
In one such case a woman asked me 
if I would not see to it that her brother 
who lived fifty miles away received a 
copy or had it read to him, as he had 
a family to protect, and had taken the 
some hostile attitude that she had al- 
ways taken, which had been handed 
down by their father. He was written. 

“Only recently I read it in the pres- 
ence of a husband and wife and their 
live children. The wife pleaded with me 
not to talk to her husband on the sub- 
ject, as he was viciously bitter. He had 
thrown a man bodily out of the house 
the previous week because he talked too 
plainly to him about his neglect of duty 
in this respect to his wife and children. 
He always quarreled with all insurance 
solicitors. She told me she had made 
up her mind to leave the house during 
such interviews in the future. I as- 
sured her that there would be no re- 
occurrence of scenes, as I would not 
cross his views in any way. I asked 
his permission to read the letter whicn 
he granted, and then quietly and sol- 
emnly tried to impress upon his heari 
the truths contained in the letter. 
Tears rolled down his cheeks as mem- 
cries of other days were revived, and he 
eagerly studied the few figures I then 
quickly .made for him, and _ readily 
wrote his first application at age 40.” 
The letter follows: 

Dear Sir: — 

Life insurance figures and compari- 
sons have distressed you. You have 
been associating the whole subject 
with purely commercial things. This 
morning I would like to make an ap- 
peal to you disregarding figures and 

companies and insurance technicali- 





G. A. BRENCKMAN 


ties. I would like you to look at lite 
insurance stripped of commercialism 
and regard it in connection with the 
ties that bind it to the dearest place 
and the most priceless associations 
of life. 

Why is it that on Saturday night, 
after the week’s work is done, in loox- 
ing back over its scenes, a feeling akin 
to coming out of unsheltered fields, 
where storms have beaten and suns 
smitten and perils have swept unhin- 
dered, possesses us, and that as we 
turn our steps and our thoughts toward 
home, an indescribable feeling or com- 
ing security and consolation—a tran- 
quility of soul replaces the tumult of 
cur business activities—that sub-con- 
sciously we have the feeling of tend- 
ing toward a quiet and still resting 
place? Is it because of the four walls 
that enclose it and shut us out from 
the rest of the world, offering us shel- 
ter from the rigors of the elements? 
No. It is because after we have en- 
dured the frictions and strifes, tne 
rivalries and competitions of a cola, 
heartless world, we need sympathy and 
human feeling—we need love’s quiet 
shelter provided by hearts that beat in 
sympathy with ours; that glory in our 
successes and feel for us in our fafi- 
ures. These we find at our own fire- 
side in thé wife of our bosom and the 
children that have blessed our union, 
end it is because of their presence 


‘there that a sacred charm entwines 1t- 


self about the word HOME. 
“Home, Sweet Home” 

A poor wanderer, an American, years 
ago, died on the Northern coast of 
Africa, in the city of Algiers, where his 
alien body was unostentatiously and 
rudely committed to the soil of that 
far-away city. The news of his deatn 
was received in his native land. A 
man-of-war was ordered to cross the 
seas and anchored at Algiers. A naval 
escort went ashore, disinterred the 
body and wrapped about it the Stars 
and Stripes and bore it aboard with 
military honors. Thousands throngea 
the pier of the harbor on the vessel’s 
return; buildings were draped; fleets 
carried flags at halfmast—all mutely 
proclaiming a nation’s distress. This 
man had not been a soldier nor an 1in- 
ventor, nor had he ever held any office 
of public trust, and as has been said, 
he was a poor man. The natural 1n- 
quiry is, why was he held in such love 
and reverence, and why was he thus 
tonored? It was because his name was 
john Howard Payne, the author of 
“Home, Sweet Home.” 


The thundering cannon and tolling 
bells of that day, paying the richly de- 
served tribute of a great nation in be- 
half of a humble son of royal heart, 
vill continue to reverberate through- 
out the ages the glad tidings that the 
love of home is still the most poteni 
factor in the histories of civilized men 
—the one universal human trait—the 
abiding instinct that puts songs into 
the hearts of men and takes out of life 
many of its sharpest thorns. 

Around the word home cluster ali 
the hallow memories of the past. 
Since earliest recollections it has been 
dear to us as life itself. Poverty and 
humble surroundings do not change 
cur regard for the place where moth 
er’s love and father’s devotion and 
brotherly and sisterly interest and at- 
fection filled all the days with a sacred 
charm that the ravages of time cannot 
efface. 

Life, robbed of a real home and its 
associations, would be empty and in 
tolerable. Throughout all generations 
men have protected and defended its 
sacred precincts, and have not hesi- 
tated, if need be, to spill their life’s 
blood in its defénse and preservation. 
Paramount do we find this instinct 
even in the creation of inferior ant- 
mals. 

Now, has the foregoing any connec- 
tion with life insurance? Yes, it has. 
Life insurance exists to-day and has 
Lecome one of the greatest and most 
beneficent institutions of our modern 
civilization, wholly and solely because 
it grapples in a practical, sensible and 
pre-eminently satisfactory manner with 
this vital heart, and inner life problem 
of protecting, defending, hedging-about, 
securing, making more permanent and 
Nappy our homes and our loved ones. 
It has wiped away the tears from 
thousands of helpless eyes and cheered 
Imany a strong man on his dying bea. 
It has smoothed an untold number of 
pathways that otherwise would have 
been terrible to tread. To right think- 
ing men and women it places itself tm 
the nature of a necessity that cannot 
wisely or prudently be neglected. 


Protects Women’s Sacrifice 


After the years of maturity have 
been reached, a man’s wife takes the 
piace of his mother in the new home. 
There is something sacreu, almost awe 
inspiring, in the act by which a woman, 
at her entrance into the marriage state, 
confides all the interests of her life to 
the hands of him whom she accepts as 
her husband. She leaves father and 
nother, and the home of her childhood. 
She severs all the ties that bind her 
to her old life. She gives up the 
fiiends and friendships of her youth. 
She cuts herself off from the sources 
of happiness to which she has been 
accustomed to turn. She looks up into 
the face of him who has asked her to 
be his wife, and with trembling heart, 
vet with quiet confidence, she entrusts 
to him and to his keeping all the sa- 
cred interests of her life. It is an un 
usual trust which he receives when she 
thus commits herself into his hands. 
It is the lifelong happiness and well 
being of a heart, capable of ineffable 
joy or of unmeasured misery. And few 
are the wives that fail true, noble men! 

If you will take a retrospective view 
of the years of your wedded life, you 
will acknowledge that your wife has 
never vitally failed you. She has not 
been wife alone, but mate and comrade 
true. She has sympathized with you 
in your calling, and has loyally stood 
by you in adversity and the day of 
trouble. She has met trouble with 
strong faith and discouragement with 
hope, and the loss of money or post- 
tion with tender fortitude and love 
She has worked hard, saved, planned 
end sacrificed to increase your happi- 
ness and -.well-being. She has not 
shunned the duties of motherhood, but 
loyally and faithfully, through strength 
and weakness, health and_ illness, 
raised a family that is, and will con- 


Bankers Life 1918 
Business $40,000,000 


ASSETS 
rotal Business in Force December 31, 
1918, $448,000,000 


ADMITTED $36,500,000 





Advance figures of the annual finan- 
cial statement of the Bankers’ Life 
Company, of Des Moines, as presented 
in the “Bankers’ Life News Letter,” 


five that company $448,000,000 of life 
insurance in force at the end of 191%. 
The company has $36,500,000 of ad- 
mitted assets. It has over $32,000,000 
in approved securities on deposit with 
the State of Iowa, and its paid for in- 
surance for 1918 totaled $40,000,000. 

The Bankers’ Life influenza losses 
incurred during the last year amounted 
ie $1,200,000, and the total death losses 
incurred for the year by the company 
amounted to $6,000,000. 


tinue to be a credit to your name. 

Just a few moments’ thought will 
50 overwhelm a man with what his 
wife has been to him, that he ought to 
blush with shame if he is tempted to 
piace personal interest above hers, or 
tv fail in giving tangible evidence of 
his true appreciation of her, and what 
She is, and has been to him. 

The loyal, noble wife of Charles 
Kingsley, who preceded her in death, 
gave to the world this picture of the 
inner life of their home through long 
years of wedded life: 

“It will not be lifting the veil too 
far to say, that if in the highest, clos 
est of earthly relationships, a love that 
never failed—pure, patient, passionate, 
for six and thirty years—a love which 
never stooped from its own lofty level 
to a hasty word, an impatient gesture, 
or a selfish act, in sickness or in 
health, in sunshine or in storm, by 
cay or by night, could prove that the 
age of chivalry had not passed away 
forever, then Charles Kingsley fulfilled 
the ideal of a most true and perfect 
knight to the one woman biessed with 
bis love, in time and to eternity.” 

I cite this instance as a concrete 
evidence that thoughtfulness and un- 
selfishness do more toward beautify 
ing, enriching and enobling our life, 
tnan the lack of these virtues, though 
we accumulate the wealth of the ages. 


Shall We Forget? 

We have absolutely nothing to guide 
us as to the length of our earthly pill- 
grimage. There may be long years, 
taroughout which our helpmate may 
be left to draw out the weary years 
alone. Shall we forget these years, 
and fail to provide for them as bount 
fully as possible? Or would it be con- 
siderate, kind, unselfish, thoughtful, no 
bie and manly to run no risk, so far 
as we can avoid it, and as surely and 
as certainly as possible, see to it that 
in the evening of her life she shall 
not come to want? 

Life insurance affords the most ef- 
fectual way of making this provision. 
It eliminates the risk of premature 
death. We can multiply what we have 
by Fifteen, Twenty, Twenty-five, or 
Thirty, in the case of early death, and 
in this way INCREASE in a safe and 
certain way the money that will be 
needed after we are gone as much so 
as now. This is the season of the year 
when we are wont to make our ac- 
knowledgments of continued love and 
devotion. And no stronger or more 
practical evidence of this can be shown 
than by handing your wife the policy 
of insurance I have been suggesting. 
By so doing, you will add to your 
appiness and to your sense of pru- 
dence, justice and right, and you may 
rest assured that now and always it 
wilt be appreciated by the best, the 
truest and most loyal remaining 
friend you have on earth. 
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Peoria Life Writes 
$9,031,000 in 1918 


ITS TOTAL BUSINESS IS $26,246,000 








President Emmet C. May Sets $13,000,- 
000,000 as Mark for 1919 
Renewals Are 92% 


President Emmet C. May, of the Pe- 
oria Life of Peoria, Illinois, gives The 
Eastern Underwriter the following in- 
formation in connection with that com- 
pany’s activities during 1918. 

The new business written during the 
year totaled $9,031,000, which was a net 
increase of $5,170,000, giving the com- 
pany a total business in force Decem- 
ber 31, 1918, of $26,246,000. The com- 
vany’s assets were approximately §$2,- 
240,000, which was a net increase of 
ulmost $500,000. The death claims for 
the year amounted to $193,000 (of 
which $135,000 was influenza claims). 

The ratio of actual to expected mor- 
tality was 76 per cent. This figure is 
upproximately correct on account of 
the fact that there may be some claims 
cccurring during the last days of De- 
cember, of which the company had not 
received notice. 

President May stated that the com- 
pany had renewed 92 per cent. of its 
business, showing a termination of only 
8 per cent. and that the interest on 
invested assets is 6 per cent. Com- 
menting on the company’s work, Presi- 
dent May further stated: 

Want $33,000,000 In Force 

“We are exceedingly proud of our 
year's work, notwithstanding all of the 
things that we had to eccntend with, 
and we are beginning the new year 
with gieater prospects for a finer year 
than we ever did before. Our allot- 
ment for new business for 1919 is $13,- 
0v0.000. We expect to c'ose the year 
witr $38,000,000 of business in force. 
Last :ear we intended to close the 
year with $25,000,009 in force and in- 
stead of that, closed with almost $26,- 
500,008. 

No New Plans 

“We have no changes in our plans 
or policies for this year, nothing ex- 
cept a schelute of hard work for the 
full year, anl we know that that ai- 


Surplus, December 31, 1918 


Sixty-Seventh Annual Statement 
of the 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASS. 


Year Ending December 31, 1918 
On the basis of Paid-for Insurance 





Income 
i a ee ae ere ee a re ene as eure e ra are $16,076,852 
Interest, rents, and all other income......... 10,383,550 
NE ROE pices ceaeeaeeessaunes $26,460,402 
Disbursements 
To policyholders and beneficiaries: 
Death claims ......... ae eer ee $5,867,336 
BAALUTOR ENAOWMENES ....ccccccccevsece 394,716 
EGE SOO ssc us hersers ceneeaenes 1,503,923 
Dividends to policyholders............... 3,245,421 
Life and disability annuities............. 5,025 
$11,016,421 
Other disbursements (see statement herewith) 3,971,239 
Total disbursements ........ sikewne ee $14,987,660 
Total Assets - - - - - - - - ~ $112,661,852 
Total Liabilities - - - - - - - 107,343,797 


ways has sroduced results and it wi! 
be no different in 1919. The Peoria 
l'fe will pay its same scale of divi 
dendcs to policyholders as it has aiways 
paid in the past.” 





INCREASED 
Com- 


BUSINESS LARGELY 
The Mutual Life Assurance 


pany of Canada, Waterloo, Ont., 
announces that the Company’s 
income for 1918 is upwards 


an increase of nearly 
$600,000 over 1917. As was to have 
been expected, the death claims show 
a considerable increase but there has 
been a gratifying reduction in the 
ratio of expense to income during 1918 
aus compared with 1917, which is not- 
able, in view of the greatly increased 
cost of supplies. The outstanding 
feature of the assets is an increase in 
upwards of $2,870,000, the increase in 
holdings of debentures and bonds of 
total assets being $2,589,614. The Com- 
pany increased its reserves by upwards 
of two millions and three-quarters and 
maintained the rate of interest earned 
on its assets. The surplus earned is 
reduced and the surplus of assets over 
liabilities shows a comparatively small 
decrease, due no doubt to the extra 
war and influenza claims. However, 
the directors decided that conditions 
warranted the retaining for 1919 of the 
same dividend scale which was used 
in 1918. 





INSURANCE WOULD HAVE 
HELPED 

Because so many building and loan 
association members have died of the 
influenza, those institutions have had 
much against their will, to fore- 
close many mortgages on homes, the 
owners being left without support 
through the loss of the head of the 
family. The associations point out the 
need for an anchor to windward, in 
the form of life insurance, which would 
furnish money to secure the homes for 
those for whom they were originally 
intended — the wives and children of 
the members. 

DECLINED 10,560 ‘APPLICANTS 

The New York Life during 1918 de- 
clined 10,560 applications on the lives 
of people who wanted life insurance 
with that company, for a total of $35,- 
786,221. 











$5,318,055 














New insurance paid for in 1918, 18,581 policies . $63,525,629 
Insurance in force December 31, 1918, 
205 9,368 policies. 490,793,291 


GAINS 
In Assets . - - ° - ° ° - ° - $11,893,272 
In New Insurance - - - - - - - 1,676,095 
In Insurance in Force - - - - 40,581,110 


JOSEPH C. BEHAN, Sapetateniens of Agencies 

















Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
for yourself? If so, read this, it is 


WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insurance Com- 
pany of New Hampshire for $5,000 under the Company’s Triple Indemnity Plan, what 
foes your Policy guarantee to do? 

ANSWER: 


FIRST, it guarantees that in case of death from any cause $5,000, the face of 
the Policy, will be paid. 

s IND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
fece of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 

BUT THIS IS NOT ALL. The Accifent Disability Endorsement FURTHER 
ruarantees that in case of total disability as a result of accidental injury. the Com- 
pany will pay direct to YOU at the rate of $50 PER WEEK during such disability, 
but not to exceed 52 weeks, after which the weekly indemnity will be at the rate 
of $25 PER WEEK throughout the period of disability. Can insurance do MORE? 
a WHY should any man be satisfied with a policy that would do less? The cost 
is low. 

General Agents wanted in the following States: eam, Delaware, Kan- 
sas, Michigan, Ohio and the District of Columbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 
Home Office, United Life Bldg., Concord, New Hampshire 














EQUITABLE 


Mutual in Principle and Practice 


I Prompt Payment of Death Claims I 


T ij 
A 


Impregnable in Strength 
Enterprising, Conservative Management 


Comprehensive, Adaptable Policies 


Low Mortality Rate 


Efficient Service to Policyholders 
Training and Education for Agents 


A satisfied constituency gained by Fifty- 
eight years of public service 


These are some of the advantages enjoyed by 
representatives of 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
of the United States 


L For agency openings address: * 
W. E. Taylor, Second Vice-President 


EQUITABLE 


January 24, 1919 





























Great Southern Life Insurance Company 


HOUSTON, TEXAS 


* AMARILLC 

OLN SUM 
THE DALLA 
BIG Fr.woatn? 
TEXAS GREAT 


e 
TiC ARMANEe 


For Agency Contracts address 


SOUTHERN 


0. S. CARLTON 


PRESIDENT 


SAN ANTONIOe pr 
pny oo campany 
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New Arguments 
Not Necessary 


I. H. OFFNER TALKS ON SALES 
Lays Much Stress on Necessity for 


System in Maintaining Live 
Prospect List 

It is not necessary to create any new 
life insurance selling de- 
clared I. H. Offner, director of agents 
in New York for the Mutual Benefit, 
addressing the members of the L. A. 
Cerf general agency at its fifth annual 
New selling 
exist, he added. 
dwelt upon what he insisted the 
“little things, the very little 
truths that everybody knows but is apt 
to forget. really the big- 
gest things in the making of a sale, but 
they are apt to become submerged in 
the multitude of “systems” and ‘“meth- 
from time 
to making a sale. Continuing, Mr. Off- 
ner said in his very illuminating talk. 


arguments, 


arguments 
Mr. O'fner 


convention. 
hardly 
are 


, 


things,’ 


These are 


ods” advanced as a means 


Must Use Experience 
“There is no royal road to success in 
selling life insurance. We must take 
from the experience of those who have 


succeeded and succeed together with 
them. When we have learned how to 
benefit by this and follow successful 


methods, then we can begin improvis- 
ing ways and means of our own and de- 
part from old methods as occasion re- 
quires, 

“Just here I wish to say that the best 
way to quickly understand a subject 
about which one is reading is to study 
the sub-headings, thus getting the 
whole subject before one; then ana- 
lyze it. 

“In insurance, even corpora- 
man does not buy 
figures. Therefore avoid figures un- 
less when necessary. sefore submit- 
ting a corporation proposition go over 
everything you have in your posses- 
sion that would refresh the memory on 
that subject. It will enable you’ to 
present your case with more force and 
intelligence and impress your prospect 
that you an expert in this one 
phase of business 


selling 
tion insurance, a 


are 


the 
Suggestion Not Enough 


“Remember that mere suggestion is 
not enough; the suggestion must be 
acted upon. The best arguments in the 
world, advanced without zest and hu- 
man emotion are of little value. It 
is primarily necessary for a salesman 
to know what he is talking about be- 


sides learning his selling lesson by 
heart. 

“John Wannamaker asked an appli- 
cant for a salesman’s position the 
definition of salesmanship. The ap- 
plicant replied: ‘It is the art of mank- 
ig another man do what you wish 


him to do” That did not satisfy Wan- 
namaker, so he asked another appli- 
cant. The man said: ‘Salesmanship is 
the presentation of the value of an ar- 
ticle so that it will be desired and 
bought.” This man was engaged be- 
cause he gave a fine interpretation of 
the definition of salesmanship. Hugh 
Chalmers says it is ‘making the other 
fellow feel as you do about the thing 
you have to sell.” Another definition 
IS: ‘Ability to get your prospect’s 
Viewpoint and not ask him to do any- 
thing that you would not do if the sit- 
uation were reversed.’ 


_ 80, I say, put yourself in the posi- 
tion of your prospects. This requires 
knowledge of his affairs. Do not ask 
him what he wishes to accomplish; 
he does not wish to accomplish any- 


thing; but you wish him to accomplish 
something. 
See New People Every Day 

“In making a sale the very first 
thing to do is to find the man you 
wish to sell. Now I am going to sug- 
gest something that hardly one of us 
will do although we all know it is ab- 
solutely necessary. It is such a little 
thing and it has beeéa preached over 
and over again. 

“Call on some new people every day 


every single business day; at least 
two a day. We have a new man who 
has done this since January 1. He 
set his mark at fourteen a day. He 


figures on making $10 an interview, $1 
a call, $70 a week in first year’s re- 
newals. But he has done better than 
that. 

“Now do not make 
less you believe it is 
having made it, live 
it out and you will 


a resolution un- 
a good one, but 
up to it; carry 
exceed your ex- 


pectations. This is the only way you 
can have live prospects. And you 
must have live prospects. I repeat, 


you must have them. These are little 
things, but I have a large acquaint- 
ance among big producers, and I say 
to you that is the way they do it; I 
know that is the way. 
The Next Application 

“These men never, never worry 
about their next application; they 
know there is a next application; it is 
assured. ‘That is why they are always 
among the leaders. 

“As to first interviews, they are al- 


most decisive as to whether a_ sale 
shall be made. Confidence must be 
established. If you have but a few 


words to say to a man on a first inter- 
view make them inspire confidence in 
the prospect. 

“If you must introduce’ yourself, 
that alone is very essential. It is of 
prime importance that your man know 


who you are. In itself it means noth- 
ing, but you must try to make it 
mean something to your prospect. 
Look your man straight in the eye. 
Give him the impression that when 
you say ‘I am Mr. Jones,’ your name 


typifies a man with a real mission. 
Be confident, bold, but not defferen- 
tial. 

“Perhaps your prospect shall say: 
‘What can I do for you, Mr. Jones?’ 
how you may answer will decide 
largely whether ‘you get any farther 
with your canvas. A little cringing, 
a little hesitation, a wavering of the 
eye may kill the case. 

Do Not Deceive 
“T warn you not to gain a first in- 


terview with a busines man by a sub- 


terfuge. Important as it is that you 
get to your man, it is more important 
that you do so not on a false basis. 


Most business men are busy men, If 
you by some false means induce them 
to halt urgent business to see you, 
you invariably injure your case. 

“A better way is to send in word 
that you—giving just your name— 
wish to see him. If word comes out 
asking your mission, send in word 
that if it is not convenient now you 
will come in again. In course of time 
he will become accustomed to hear 
ing your name and he will eventually 
see you. 

“Remember that in talking to a busi- 
ness man your proposition must not 
contain any weakness. If you inter 
view as a professed expert there must 
be no flaw in your argument, If there 
is ‘you undermine confidence. It is 
easier to establish confidence than to 
reestablish it. 

“Sometimes it 
your proposition 
view. Rather, gather 
about your prospect and 
him, to prepare something 


not to make 
first inter- 
information 
then leave 
especially 


is better 
on the 








Being 
By the Use of the 


spicuously figured. 


insurance agent. 


105 William Street, 








Millions of Life Insurance 


INHERITANCE 


In the closing of most of the big lines to which 
the attention of the public has been directed dur- 
ing the past few months these charts have con- 
| 


Worth their “weight in gold” to every live life 


lor information address 


THE EASTERN UNDERWRITER 


Sales Agents 


Sold ! 


SHANBACHER 
TAX CHARTS 


New York, N. Y. 














7 
for his needs. This inspires confi- 
dence, It implies that you have not 


come with a cut and dried propostion, 
but expect to fit your proposal 
to your prospects needs. 


Time to Decide Joint Cases 

“Much business is lost through an 
agent trying to carry through an im- 
important case alone, when he should 
have help. The time to make a case 
‘joint’ is when the propostion is first 
presented. 

“Do not fail to tell a prospect about 


your company. The more you know 
about your company the better you 
can work. It is often easier to start 


on a presentation of the company than 
en a specific proposition for insurance. 
After talking about the company glide 


into the particular proposition yo. 
have to present. 
Let Him Figure 
“Another ‘little thing.’ Ask your 
prospect for a piece of paper. This 
does not appear a _ significant action, 
but it at least necessitates the pros- 


pect performing a simple act by which 
he is assisting you. Possibly you can 
get him to figure with you. This in- 
tensifies his interest, excites ‘his cur 
iosity.’ 

“In speaking 
I always call them babies. 
‘baby’ is one of the most impressive 
words in the English language. At 
least I call them babies until I know 
that they have passed that period. 

“Talk results of the contract all the 
time. Cost is purely secondary. It is 
the results of the contract that you 
wish your prospect to desire. Make 
the cost to suit his ability to pay. I 
believe selling life insurance is a seri- 
ous business. I let frivolity during a 
canvas come from the prospect and 
discourage it outside certain limits. If 
talk sentiment. Men act more nobly, 
more courageously through sentiment. 

“Winally, when you have closed your 


children, 
I think 


of a man’s 


case, get away, oh, so quickly, so un- 
concernedly, but politely. Not beam- 
ing all over as though you had done 
a good stroke of business for your 
self, but rather as if the case just 
closed were an everyday affair with 
you and as though the prospect had 
been benefitted fully as much as, or 


more than the company or the agent.” 


CENTRAL LIFE BUSINESS 


1918 Is lowa Company’s Most Success- 
ful Year—Business Gain 


$5,429,845 
The Eastern Underwriter has the 
following letter from George A. Peak, 


vice-president, Central Life Assurance 
Society of Des Moines, Iowa in con 
nection with that company’s business 


during 1918: 

“The Central Life has closed a most 
successful ‘year and has increased the 
amount of business in force over that 
of December 31, 1917 by $10,639,099. 
The insurance paid for and revived 
during the year is $17,818,661, which 
is a gain during the year of $5,429,- 


The following reports the record of 
the company in other departments: 
Total admitted assets, $6,821,049.56; 


increase during 1918, $975,447.75; total 
policy reserves, $5,729,667.40; in- 
crease during 1918, $958,335.23; total 
income, $2,431,543.64; increase during 


1918, $548,526.47. 


Total amount paid to policyholders 
and beneficiaries during 1918, $657,- 
772.75. 

Amount deposited with the State 


of Iowa for the security of all policy- 
holders, $5,730,832.94. Surplus for the 
protection of policyholders, $653,576.04. 

All soldier death claims are being 
settled for the full face of the policy 
regardless of limitations contained in 
policy contracts because of military 
service. 
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Mass. Mutual Life 
Assets $112,661,852 


PRESIDENT McCLENCH’S REPORT 
Company Winds Up 1918 With $490,- 
793,291 of Insurance in Force— 
Represented By 205,368 Policies 
The shield bearing conspicuously 
“M.M.” with the inscription “We 
Serve,” is no meaningless insignia in 
the hands of officers and agents of the 
Mussochusetis Mutual Life, as is at- 
‘ested by the annual finvncal s*tite- 
ment of that company for 1918, show 
ing a total income of more than $26,- 
460.00, and total admitted as:;ats of 

$112, 661,852. 

During 1918 the Massachusetts Mn- 
tual paid in death claims, $5,867,336; in 
matured endowments, $394,716; in sur 
render values, $1,503,923; in dividends 
to policyholders, $3,245,421, and in life 
and disability annuities, $5,025, making 
a total paid to policyholders and 
beneficiaries, $11,016,421. 

Reviewing the company’s 
in his annual report President 
Clench says: 

New Business 

“During the year there 
ered and paid for new _ insurance 
amounting to $63,525,629. This is a 
gain over the preceding year of $1,676,- 
095. On December 31, 1918, the out 
standing insurance in force amounted 
to $490,793,291, represented by 205,36) 
policies. This is a gain of $40,551,110 
of insurance in force for the year 

“The new business of the year was 
distributed as to kinds of insurance aa 
follows: 


activities 
Mec 


was deliv 


WROt® TAlO: oc cicevesse $52,470,192.. 
Mindowment ....cccccose 4,804,150 
Term and other ....... 6,044,019 
Paid-up additions ...... 207,277 
| tiene One $63,525,629... 
Investments 


“At the close of the year there wes 
invested in real estate mortgage Inans 
$39,103,084, at an average annual yiela 
of 5.31 per cent. This was an increase 
ever the amount so invested at the 
close of 1917 of $1,515,883. 

“The total amount invested in bonds 
and stock at the close of the year was 
$50,819,269, at an average yield of 4.19 
per cent. This was an increase over 
the amount of the previous year of $9,- 
024.015. 

Mortality and Expenses 

“Owing in large part to the sevare 
and widespread epidemic of influenza 
in the country, our mortality experi- 
ence for the year was less favorable 
than for many years. But this experi 
euce was undoubtedly common to ali 
the life companies of the country. Our 
own experience was about 92 per cent. 
of the expected, and all expenses for 


the year were 19.89 per cent. of tne 
premium receipts and 15.57 per cent. of 
the total receipts from premiums, In- 
terest and rents. 

“The amount of the company’s losses 
to December 31, 1918, on account of 
the war, including the death claims of 
members of the Red Cross, Y. M. C. A. 
und other kindred war work associa: 
tions, was $525,746, represented by 315 
policies. 

Conclusion 

“The new year opens auspiciously, 
and the management looks with conn- 
dence to a successful prosecution of 
the work of the company during 1919. 
It is certain that the value of life in- 
surance was never more highly appre- 
ciated throughout the country than ai 
present. It is also certain that the 
fie'd representatives of our company 
were never more loyal or more enthu 
viastic. Under such conditions the 
coming year ought to prove the most 
successful in the history of the Massa- 
chusetts Mutual.” 


INTEREST AROUSED IN NEWARK 
Prudential Non-committal In Con- 
nection With Engaging In Acci- 
dent and Health Business 
The recent action of the Equitable 
Life Assurance Society in entering the 
accident and health business, aroused 
considerable interest in insurance cir- 
cles in Newark. At the office of the 
Prudential, no official would say that 
the Equitable’s action would be fol- 
lowed by a similar move by that com- 
pany; neither would they say it would 


not. The only information vouchsafed 
was that it had not been considered 
‘yet. 

Percy C. H. Papps, actuary of the 
Mutual Benefit declared frankly that 
his company had not considered any 
such policy as the Equitable had de- 


cided upon, and probably would not do 
so, as it “is one of the few large life 
insurance companies which has made 
it a policy to stick to plain life in- 
surance.” 


DYRENFORTH WROTE WRIGLEY 
Harold Dyrenforth, of the Illinois 
Life wrote the million dollar life insur- 
ance policy covering William Wrrig- 
ley, Jr., the great chewing gum manu 
facturer. The business will be placed 
in 22 companies. The premiums. in- 
volved will aggregate about $60,000. 
The chief argument used was the in- 
heritance tax. 





FOR SUPERVISION ONLY? 

The Insurance Department of the 
state of Pennsylvania has during the 
past four years collected and covered 
into the state treasury, about $8,500,- 
000, after paying the cost of adminis- 
tration, which has averaged less than 
$85,000 a year. 


$77,000,000 IN FORCE 





International Life, St. Louis Has 52 
Agents Who Wrote More Than 
$100,000 During 1918 





The International Life of St. Louis 
closed 1918 with $77,000,000 of business 
in force. The company says, this, its 
greatest underwriting achievement may 
be attributed mainly to two causes 
a modern fast selling group of policy 
contracts, and a tendency on the part 
of the public to take out larger policies. 

The International Life has 52 agents 
who wrote more than $100,000 during 
1918. It has 27 agents who wrote more 
than $50,000, and it has 39 agents who 
wrote more than $25,000 of business. 


= 





More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 














HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 

















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 





THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 














Insurance in force over 
$142,000,000 





15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” 
SERVICE helped to make 1917 the best year in Fidelity’s history. 


AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-dav 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


This DIRECT LEAD 


Walter LeMar Talbot, 
President 





Missouri State Life Policies Rich In Selling Points 








Facts— 











Over $156,000,090 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 

Policy Contracts New and Attractive 
Non-Participating Policies 

Participating After End of Premium Paying Period 
Operating in 38 States, and the Territory of Hawaii 


Missouri State Life Insurance Company 


Fastest Growing Life Insurance Company in America 
Home Office, St. Louis, Missouri 
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Southland Life $16,454,080 London _ 
fe . Organized 1871 
Issued $8,142,457 Life, Can. Business | LIFE INSURANCE COMPANY OF VIRGINIA 
TOTAL ASSETS IS _ $3,686,269 GAIN MORE THAN _ $9,017,064 RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 
Dallas Company Had Insurance in Surplus Account Proves Buffer Against Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
Force Amounting to $34,016,900 Heavy War, Disaster and $50,000.00, and Industrial Policies from $12.50 to $1,000.00 
December 31—Inc. $3,877,110 Influenza Losses ia CONDITION ON DECEMBER 31, 1917: 8 sesenennes 
pile Assote i--sesscsessssssssessesssssessesescsssesesses sreseesssssssesserssersscesseee 9 SASOMIBO 
The Southland Life of Dallas, Texas, The London Life Insurance Co. of > = comely 9 cose secesuenenensevencoses ureneer 
presents an interesting statement r- London, Canada, closed the yea e in bees PTOPTETITEPTIL ELITE LILLIE rrriiiiiiirieiiirieeee ie . i e 
garding the company’s work during 1918 with a production of $16,454,080 of yoo ie Dengue Gaerne ae 
1918. From J. W. Hurst, Jr., secretary ew business. This was a gain of | GOOD TERRITORY FOR LIVE AGENTS 
The Eastern Underwriter received the More than $750,000 over the year 1917. 


following summary of the company’s 
activities: 
Income 

First year premiums, $213,361.79; 
renewal premiums, $764,290.33; inter- 
est and rents $199,397.50; other sourc- 
es, $26,496,67; total, $1,203,546.29. 

Disbursements 

Paid policyholders, $381,768.62; cost 
of new business, $213,194.90; invest- 
ment expenses, $22,460.66; dividend to 
stockholders, $23,994.72; general admin- 
istration expenses, $159,920.19; total, 
$801,339.09. 

These figures, compared with last 
year’s show the following—13.2_ in- 
crease in first year premiums, 10.7 in- 
crease in renewal premiums, 47.5 in- 
crease in interest and rents. (This ex- 
ceptional increase is occasioned by 
the rents we received for a oprtion of 
the year from our new Home Office 
building, 21.6 othe sources. The 
total increase, as compared with 1917, 
16.2. 91.7 increase on amount paid 
policyholders; 35.5 increase on invest- 
ment expenses. (This increase was 
occasioned by the expenses incident 
to the running of our new building, and 
offsets, to a certain extent, the large 
increase under interest and rents re- 
ceived, appearing in the income.) 

Net Admitted Assets 

Mortgage loans and real estate, $2,- 
388,920.08; collateral loans, $2,500; 
cash in office and banks, $164,080.73; 
policy loans and premium notes not 
in excess of reserve, $751,765.31; Lib- 
erty Loan Bonds and War Savings 
Stamps, $245,235.84; accrued interest, 
$62,541.12; net uncollected and de: 
ferred premiums and other assets, 
$71,226.77; total, $3,686,269.85. 

Liabilities 

Reserve on policies in force and 
for coupons, $2,973,677.08; reserve for 
installment death claims, $42.939.75: 
reserve for death claims reported and 
unreported, $134,788; premiums and 
interest paid in advance, $21,208.12; 
due on subscriptions to Liberty Bonds, 
$84,165; estimated amount due for 
taxes, $6,469.53; accrued expenses and 
commissions, $7,647.32; other liabili- 
ties, $11,737.39. 

Surplus to Policyholders 

Capital stock, $300,000; unassigned 
funds, $103,637.66 $403,637.66; total, 
$3,686,269.85. 

Increase in net admitted assets over 
1917, $682,337.03; new business issued 
during the year, $8,142,457 (which is 
practically the same as 1917); the bus- 
ness written during 1918 exceeded 
1917 by over $1,000,000; insurance in 
force December 31, 1918, $34,016,900; 
an increase over 1917 of $3,877,110. 

During the year we paid in influenza 
death claims, between $220,000 and 
230,000. We are unable to state the 
exact amount, for the reason that we 
have several claims that are incom- 
a ‘we are unable to determine 
figure ° i. e of death, but the above 
Pa Pe not miss $5,000, I am 
rm hilton ot cones has also decided 
on Daseier 7 a premiums received 
a dele — service, and to pay 
pa co “ - may be submitted, 
been paid = a _aagueratcreed have not 
dg at ns policies containing a war 

Se, which provided for the pay- 
ment of an extra premium, 


The London Life has $59,804,430 of 
business in force, after deducting all 
policies reinsured. It took this com- 
rany 32 years to accumulate the first 
$10,000,000 of business: five years to 
add the second $10,000,000: three years 
the third $10,060,000; two years, the 
fourth $10,000,000, and one year eacn 
for the fifth and sixth $10,000,000. The 
vompany’s gain in business for the year 
1918 over 1917 was $9,017,064. The 
Company’s total receipts for 1918 
amounted to $2.794,080.23. 


Surplus Proves Worth 

Commenting on the Company’s activi- 
ties, Secretary E. E. Reid says: 

“The feature of the year’s business, 
which has, of course, been prominently 
before the minds of all, is the heavy 
strain to which life insurance compa- 
ries have been subjected on account 
of the war claims and more recentiy 
en account of the claims from the 1n- 
fluenza epidemic. Nothing in the his- 
tory of life insurance can probably 
parallel the experience of the life in- 
surance companies, and _ especially 
Canadian companies, during the past 
four years. After ‘three years of war 
we had, in 1917, very heavy claims 
resulting from the Halifax disaster. in 
1918 we had a continuation of the 
heavy war strain and during the last 
three months of the year extraordinary 
claims resulting from the prevailing 
epidemic, these claims in the case of 
the London Life amounting to close 
upon $175,000. It is not surprising, 
therefore, to find that our surplus has 
suffered a very considerable diminu- 
tion. It must be remembered, how- 
ever, that this is the very purpose for 
which the surplus of this Company has 
always been held—a real buffer be- 
tween the accumulations credited to 
policyholders’ accounts and any extra- 
ordinary drain such as we have been 
experiencing. 

“It will be a satisfaction to the Com- 
pany’s agents to know that our re- 
cerves have been continued on the very 
stringent scale heretofore employed 
and the investment reserves and com- 
missions accrued accounts stand un- 
impaired and over 90 per cent. of the 
business is carried this year on the 3 
per cent. reserve basis. Profits earned 
to the policy anniversary dates in 1918 
have been provided for in the usual 
complete manner. So far there seems 
to be no necessity for considering a 
reduction in the splendid scale of 
profits that has been in force. Of 
course, if the epidemie should continue 
to be a serious strain and any other un- 
toward event transpire during the com- 
ing years, a modification of the profit 
seale may have to be considered, but 
ihe splendid financial position of the 
Company enables us to meet the extra- 
crdinary drains so far involved, by 
drawing temporarily upon the absolute 
surplus of the Company.” 


Cc. H. SHANBACHER DEAD 

C. H. Shanbacher of the Northwest- 
ern Pennsylvania agency of the  Fi- 
delity Mutual Life, and brother of F. 
W. Shanbacher of Ridgway, Pa., com- 
piler of the famous Shanbacher Inher- 
itance Tax Charts, died at Buffalo, 
New York, Monday, December 9. Mr. 
Shanbacher had been connected with 
the Northwestern Pennsylvania agency 
since February, 1905. 




















Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


By the State of Texas, June 28, 1915 


“It is notewdrthy that this Company was organized without any promotion expenses.” 
“T beg to report further that I find the Company in excellent financial condition.” 
“The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision.” 


Home Office, DALLAS, TEXAS | 














Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








Are You Permanently 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 


‘stablished ? 








ests of all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








COMBINING LIFE AND ACCIDENT 


How United Life & Accident of Con- 
cord Will Use Its New 
Forms 





The new rate books and classifica 
tion manuals of the United Life & Ac 
cident were adopted to take effect 
from January 1, 1919. The company 
will hereafter classify, according to 
their respective occupations, the per 
sons whom it insures, in classes I, Il 
and III. Class I includes Select and 
Preferred risks; Class II. Ordinary and 
Medium; Class III Special and Hazard- 
ous. 

Select and Preferred risks are now 
in a group by themselves and will re- 





ceive the benefit of their preferred 
classification by a lower rate. While, 
on the other hand, the company has 
extended its accident insurance to in 
clude also Special and Hazardous oc 
cupations. 


The accident insurance combined 
with life insurance is non-cancelable 
and no deduction will be made from 
the face amount for any sum paid on 
account of disability. The accident in 
surance remains in force as long as 
the premiums for the combined policy 
are paid, as stipulated in the policy. 

Besides the weekly accident insur 
ance the policies also contain double 
indemnity for accidental death and 
triple indemnity for death caused by 
certain specified accidents. 
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Closing At The 
First Interview 


HOW 





PARKE N. MUSSER TELLS 





Illinois Life Agent Believes in Shelving 
Timidity When Talking to Prospect 
for Insurance 


At the tenth annual meeting of the 
Green Signal Club, of the Illinois Life, 
there number of interesting 
uddresses made by members of that 
Parke N. Musser, agency direc 
Belt Agency, was on 
about the 
the 


were a 


club. 
of the Corn 
the list to tell 
irst Interview” He 
following language: 

“IT have written just four cases that 
than interview. 

written just four 
interview? 


tor 
“Closing at 
did so in 


have taken more one 
Now, why 
cases outside of the first 

“We all know, if we go back to the 
were in the busi- 
have the conti- 
that 
were timid and 
too hard for 


have | 


first ‘two weeks we 
that 
dence or 


we did not 
stick-to-it-tiveness 
have to-day. We 
afraid of pushing a man 


ness, 
we 


were 


fear we would lose him. Many new 
men ease up too quickly and com- 
mence to apologize to their prospect 


and say, “Well, Mr. Jones, I know you 
are busy, but you think this over and I 
wil stop and see you later. 
How Do We Start 

“How many of us commence talking 
vith with the thought in 
our minds that we are doing him a fa- 
we must 


In? 
a prospect 


vor, if we sell him, and that 
sell him now? How many of us start 
in on a man, knowing that we are go- 
ing to sell him right now? Very few! 
the highest 
business there is and second 


“Our business is class 


to none 


in the world. Why should we be at 
all timid from the time we start in 
on our man until we finish? I have 


bad more than cne man get peeved at 
me, blamed good and peeved, but i 
have written them time and time again. 
Why have I and how could I? I'll tell 
vou why. When I call upon a man and 
he is busy anid stops to talk with me, 
I surely don’t owe him an apology for 
taking his time, for his time surely is 
not worth any more than mine; and 
you have got to make your man feei 
that he is the one who is taking up 
your time, and he is the one, if any, 


to apologize. Make your man feel that 


he is under obligations to you and 
that you are bigger than he. You have 
to take the whip hand and hold it 


from start to finish. If you lose it you 
have lost your man, for there isn’t one 
time in ten after you have lost it that 
you can get back on top and write 
him. As long as you have your man 
whipped you are on top, and once he 
gets on top you are whipped. 

Patience 


Perseverance and 


Necessary 


Nerve, 

“Nerve, perseverance and patience 
play the biggest part in the battle to 
close at the first interview. You have 
got to have nerve and patience and all 
kinds of it, and if you don’t have it 
ycur prospect will, and I'll prove it. 
ile will talk to you for two hours if you 
make him and he doesn’t feel at all 
bad about having the nerve to take up 
you time, but you commence to get 
worried and you commence to ease up 


ures in 


if you have taken two hours of his 
time. Of course, two hours is entirely 
unnecessary unless it is an extraordi- 
nary case. Twenty or thirty minutes 
is a lot of time. You have to make 
your prospect think faster than he 
ever did before. 

“IT never write an application without 
collecting the annual premium with it 
unless I am working with a sub-agent 
who gets cold feet when I commence 
on the settlement. The easiest thing 
in the whole insurance business for me 
is collecting the annual premium with 
the application.” 


Selling $500,000 

Or More Annually 

(Continued from page 4) 

me to fix you up now for the $10,000 
policy you have been considering I 
can deduct that much, and will only 
have 90,000 to go.’ Criticize this as il- 
logical if you will, but from the per- 
suasive viewpoint it is a powerful 
closing argument. 

“Here is a chance to do something 
for Sheppard. The average man likes 
to boast. ‘All right, Mr. Sheppard, I 
might as well close this matter up 
now,’ and the application is written. 

“A little later on in the month some 
one inquires of Sheppard why the fig- 
red ink are added to the de- 
creasing total. ‘They are the fellows 
who put it off too long,’ says Shep- 
pard. ‘Doctor wouldn’t take them, so 
I had to add their amounts in red ink.’ 
Another powerful reason for imme- 
diate action, artistically presented. 

Entwisle’s “Spizzerinktum” 

“A little over a year ago we added 
to our Philadelphia agency a man 
named Joseph Entwisle. After sev- 
eral interviews with me _ concerning 
the proposition of writing life insur- 
ance, Mr. Entwisle decided to cast his 
lot with the Provident. ‘Mr. Morse,’ 
said he, ‘I know T can do this thing; T 
write insurance because I will be 


can 
filled with Spizzerinktum.’ ‘Spizzer- 
inktum,’ thought I, as my mind re- 
verted to the ‘others of like careful 
habits’; what sort of bottled goods 
does this amiable gentleman indulge 
in? ‘Spizzerinktum,’ said he, ‘is a 


word not found in the dictionary, but 
one which has been coined, meaning 
vim, vigor, go. The overmastering 
will to succeed.’ 

“Entwisle wrote approximately $300,- 
000 in his first year. Ah, gentlemen, 
get filled with Spizzerinktum,—vim, 
vigor, go. The overmastering will to 
succeed, and this $500,000 or more an- 


nually will not be a subject for discus- 


sion, but a reality. 

“Suggesting to a prospect that $25,-. 
000 would not be too much to add to 
his line, Entwisle was met with the 
reply, “Twenty-five thousand dollars life 
insurance; not much. T don’t want life 
insurance; what T need is $25,000 in 
cash to put in my business.’ ‘Sit down,’ 
said Entwisle, ‘and tell me all about 
it, maybe T can help you.’ Oh, the 
subtle play hy the artist on the heart- 
strings of sympathy. Was it the logi- 
cal thing to expect a business man to 
tell the details of his business to a 
chance acquaintance; not logical, but 
the world craves for sympathy, and by 
this IT do not mean maudlin sentiment 
for there is the sympathy of laughter 
as well as the sympathy of tears. The 
world wants to talk to somebody, some- 


body who understands. Mr. En- 
twisle listened attentively, gathered 
the details about the need for addi- 


tional capital and presented the case 
to me. I decided we needed the advice 
of some one familiar with the banking 
business and called our B. F. Jones into 
consultation. Mr. Jones decided that 
all that was necessary was an exten- 
sion of banking facilities. This was 
arranged for by Mr. Jones, but the 
banker required a $25,000 policy to 
complete the transaction, and Mr. Ent- 
wisle was sent for to close the case.” 








CO-OPERATION No. 15 


DECREASE of 28 

per cent. in actual 
amount of business lapsed 
and surrendered was expe- 
rienced in 1917 as com- 
pared with 1915. 

This improvement in 
the quality of the business 
can be traced in part to 
the fact that our effective 
plans of agency co-opera- 
tion are being devoted 
chiefly to carefully selec- 
ted full-time representa- 
tives. 


Phoenix Mutual Life Insurance Company 
of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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peer article from the Life Insurance 

Salesmanship Edition of The Eastern Under- 
writer has been published in canvassing document 
form and is proving very popular with life 
underwriters. <= -!- <t- -t-  =t 


Price $3.00 per 100 copies 
Sample copy 10 cents 
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November 11th, 1918, 
On the very day the Armistice was declared 


THE PROVIDENT LIFE and TRUST COMPANY 
of PHILADELPHIA 


Removed all War Restrictions from its Outstanding Policies 
and Discontinued the use of a War Rider on New Policies. 


Extra War Premiums will be Returned, and if regular 
premium has been paid, War Claims will be paid in full. 


N. W. Cor. 4th and Chestnut Sts. 








Frank H. Sykes Is 
Manager of Agencies 


PROMOTED BY FIDELITY MUTUAL 








He is Now in His Twenty-Second 
Year of Service With the 


Company 





Frank H. Sykes has been appointed 
manager of agencies for the Fidelity 
Mutual Life, of Philadelphia. In an- 
nouncing this appointment President 





FRANK H. SYKES 


Walter Le Mar Talbot said of Mr. 
Sykes: 
“As assistant manager of agencies 


he has for some time been in close 
touch with the Fidelity field, and has 
won the regard and warm esteem of 
the agents in every part of the coun- 
try by reason of the many helpful and 
progressive ideas which he has initi 
ated, as well as through the influence 
ef his personality, which has strengtn- 
ened the bonds of good fellowship be- 


tween 
field. 


Twenty-two Years With Fidelity 


“Mr. Sykes is but 39 years of age, 
though in his twenty-second year of 
service with the company. His ap- 
pointment by the management to this 
position, for which his attainment and 
his experierice have so admirably 
fitted him, seems to me to be a matter 
of congratulation for us all. The com- 
pany feels that it is fortunate in hav 
ing developed here in the home of it* 
work another one of its own family 
who is the logical man for this im- 
portant post. 

“May I add that the healthful and 
cordial understanding between’ tne 
management and their fellow workers 
everywhere in Fidelity—an understanda- 
ing of which this appointment is an 
example—is a large factor in making 
our work and our service so enjoyable; 
and is also, I firmly believe, a very 
large factor in the prosperity of our 
company.” 


Fidelity’s management and 


Metropolitan Life 
1918 Activities 


(Continued from page 1) ‘ 


serve liability, 1894—1918 inclusive 
$4,845,526. 


Since the organization, the Metropol- 
itan has paid to policyholders, plus 
amount now invested for their security 
$1,461,376,182. 


Company’s Daily Average 


The Metropolitan’s daily average for 
1918 was 1,111 per day in number of 
claims paid; 10,693 per day in number 
of policies issued and revised, $2,912,015 
per day in new insurance issued, re- 
vived and increased; 521,985.58 per 
day in payments to policyholders and 
addition to reserve; $235,739.87 per day 
in increase of assets. 

As The Eastern Underwriter goes to 
press, the annual gathering of the 
Metropolitan’s superintendents convene. 
When the above summary of the Com- 
pany’s activities during 1918 was read, 
a demonstration was enacted in the as- 
sembly room at the home office which 
will live long in the memory of those 
privileged to be in attendance. 








St. 


THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 
OF BOSTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
Paul Bldg., 220 Broadway, New York, N. Y. 




















————— 


Continues Present 
Dividend Scale 


EQUITABLE OF IOWA ACTION 


Interest Dividend on Funds Left on 
Deposit at Rate of 


4Y, Per Cent. 


F. W. Hubbell, treasurer of the 
Equitable Life of Iowa, sent the fol- 
lowing notice to general agents in con- 
nection with dividends and interest 
returns. 


“We take great pleasure in advising 
you that at a meeting of the Executive 
Committee of the Company held at the 
Home Office January 15, 1919, it was 
unanimously that the same 
scale be used for the year 1919 in the 
computation of dividends to the policy- 
holders as was in effect during the year 
1918. In other words, dividends to poli- 
cyholders will not reflect in any way the 
heavy mortality experiences of the Com- 
pany caused by the Influenza which oc- 
cured last year. 


resolved 


“The ability to continue the payment 
of such large dividends to policyholders 
without impairing the financial strength 
of the Company is due to the foresight 
of those in charge of accumulating not 
only a sufficient surplus to care for the 
ordinary vicissitudes of the business, 
but also to their forethought in creat- 
ing fluctuating mortality 
fund to care for just a crisis as the one 


a special 


through which the Company has passed. 


“At the same meeting the Executive 
Committee passed a resolution that the 
interest dividend on funds left on de- 
posit with the Company shall be such 
that the net return to the policyholders 
will be on a basis of four and one-half 


per cent. as heretofore. In other 
words, the Company is going ahead 
without any change whatever, either 


ir results to policyholders or financial 
strength.” 


STATE MUTUAL DIRECTORS MEET 


Old Officers Re-elected Together With 
Four New Ones—Future Looks 





Bright 
The Directors of the State Mutual 
Life of Worcester, Mass., had their 


meeting immediately following the 
Annual meeting of the Company which 


was held on January 21. The present 
officers of the Company were re-elec 
ted and the following were formally 
elected by the Board for the first 
time. 

Stephen Ireland, superintendent of 


agencies; Emile Landry, supervisor 


of applications; H. L. Bancroft, assist 
ant secretary; E. A. Denny, asistant 
secretary; W. H. Cunningham, assist 
ant secretary. 

All of the above have been in the 
continuous service of the Company 
for many years and have earned the 
promotion and recognition which 
they have now received. 

Commenting on the future super 
intendent of agencies, Stephen Ire 
land states: The outlook for 1919 is 


exceedingly bright and we have alrea 
dy exceeded our business of January 
1918 and will make a large gain be 
fore the morth closes 





Annual Meeting ° 
of Cerf Agency 
(Continued from page 3) 
and that its effects will be felt by life 
companies in 1919 to an extent not anti- 
cipated a short time ago. For instance, 


if the scourge were to spend itself in 
say ten weeks from now, the Mutual 
Benefit would probably have to pay 
$1,500,000 in losses from this one 
cause during 1919 


George Crogan, of the mathematical 
department, furnished plenty of amuse 
ment in a breezy talk which got every- 
body in a state of jovial relaxation 

J. G. Jones, vice president and sales 
manager for the Alexander Hamilton 
Institute, said the big idea in life in- 
surance selling is idealism; that there 
never was a time when the arguments 
for life insurance were so economically 
sound and that the big message is sta- 
bility of the insurance dollar. A life 
insurance man is not a salesman, he is 
an educator, said Mr. Jones. 














in which to insure. 
every one of our representatives. 
that’ record is in their work. 

















SECOND TO NONE IN SERVICE 


Long established and thoroughly modern, providing perfect protec- 
tion for a net cost which is notably low, and rendering service which is 
unexcelled, the Massachusetts Mutual stands out as an ideal company 
Sixty-seven years of square dealing are back of 
They will tell you how great an asset 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Ineorperated 1851 


















54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 





The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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LIVE HINTS FOR BUSINESS GETTERS ||| THE 
Practical Suggestions to Help the Man With the Rate ME I ROP OLI I AN LIF E 
Book Increase His Income and General Efficiency I 
nsurance Company 
(I ted h ¢ 
" face him fearlessly as man to man.” ee ae wicotsling 
For the benefit of those Fear no man whomsoever—believe in : . . 
Helpful whoabout to enter life in yourself, and that your seat is at the 7 me = world $3 jon tn of 
Hints for surance business the Mu- head of the table in life’s banquet hall * ce in force. . ..$3,936,181,898 
New Men tual Life’s Chicago agency -—you are a big man, but have not => te Ce the — ge yd 
umber of its 


gives a number of s1gges- 
tions, at the same time reminding the 
new comers that life insurance is a 
mighty serious business having to do 
with the welfare of practically the en- 
tire population of the nation. 
Be self-confident and determined. 
Plan your work and work your plan. 
deliver 


Get settlement when you 
policy. 

Serve your clients in every way that 
you’ can, 


Try to get some helpful information 
at agency meetings. 

Learn to control yourself under the 
most trying circumstances. 

Familiarize yourself with the Com- 
pany’s rules and live up to them. 

Don’t worry if things do not come 
your way and as rapidly as you might 
wish. 

Get your applicant examined as soon 
as possible after he signs on the dotted 
line. 

Be independent; make your 
way. Do not ask for financial 
i? within your power to avoid it. 

Keep your appointments, whether 
with a prospect or attendance at the 
Monday morning meeting. 

Do not criticize other agents or com- 
panies, unless you or your company 
are unjustly attacked; then it is per 
missible. 

Read the Company’s 
is furnished at considerable 
for the main purpose of helping you 
and furnishing information. 


own 
help 


literature. It 
expense 


the 


Study the Income Policy and 
three special clauses now issued by 
the Company. If you know how to 


present these features your chance of 
success will be very much enhanced. 

If you have one application de- 
clined, or two or three or four, don't 
get the impression that the Company 
does not want the business simply be- 


cause it is yours. 
_* * 


Let us not ridicule him who 
at New Year’s aspires with 


From 
Pigmy revived ardor to move up- 
to Giant ward into a life of greater 


achievement, Life is brief, 

and we measure it in years, and when 
comes the calendar anniversary,—and 
we strike a balance of our life’s ac- 
counts,—it is but natural that we 
should resolve and determine to be 
loosed from bonds that have held us 
back, to exchange weaknesses for 
strength, and to do those things that 
would result in a more abundant life. 
Among us are those who are pyg- 
mies by thelr own measurement, and 
whose achievements are therefore 
those of pygmies. And this adverse 
and false self-measurement is the 
cause of their failure. for its destruc- 
tive product is—fear! They fear to 
ask for ten thousand. and thev wrone 
the prospect and his familv, and 
themselves and their families. by giv- 
ing him one thousand instead. They 
fear to enter the office of a rich man. 
They fear to approach the man notor! 
ous. or his busy-ness and his brusque- 
ness. This fear is one of the most 
ridiculous things that {is cuddled in 
the soul of man, because it is utterly 
without a justifying cause. “A man 
is a man and only a man. Therefore 
Pursy Gotrocks, for all his money. is 
not more a man than I. TI will face 
him fearlessly as man to man.” “A 
man is a an and only a man. There 


fore Barker Snappen. for all his show 
of force, isnot more a menthan I. I will 





known it—go after blg men! That is 
the law and gospel of success, if fear 
{2 the cause of your present failure. 


What man ever won greatly whose 
spirit and tongue always said, “TI 
can’t?” “I can’t” is the dismal voice 


of graveyard inaction. “I CAN!” is 
the mountain-moving voice of produc- 
tive action. What says Opportunity? 

“I give my arm to all who say, ‘I 
CAN!’” And so, at the sunrise of a 
new year, when Many and many a 
man will be born again, know your- 
self for what you really are, and com- 
mand yourself to grasp the success 
that so long has been waiting for you 


change from pygmy to qiant! 
“Sounds well,” you say; “I’ve heard 
that sort of talk before.” Yes, but 


now, perhaps for the first time in ‘your 
life, belleve it—BELIEVE it!—and let 
its truth redeem your future years 
from the misery of failure.—‘Points.” 


1918 UNDERWRITING RESULTS 





Connecticut General Life of Hartford 
Has More Than $175,000,000 of 
Business In Force 





Commenting on the company’s ac- 
tivities during 1918, in its agency pup- 
lication, the Connecticut General Life 
of Hartford has the following to say 
with regard to its underwriting results 
in 1918: 

“We have just completed what may 
justly be called the. most spectacular 
year in the history of life insurance. 
Commencing with a reduced new busi- 
ness on the part of all companies, due 
largely to the draft removing from the 
field of prospects most of the young 
men of the country, we finished the 
year with two months of the latgest 1s- 
sues we had ever had, accounted for by 
the signing of the armistice, the influ- 
ence on the public mind of the constant 
thrift teachings, the publicity given to 
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Metropolitan Life Insurance Company 
Home Office Building 








OMICS occ. 5:6.0:5.0:6. 0060600 chee eee 


It stood first in the world in amount 
of insurance placed in 1917 
center ican babs ec . - -$791,060,002 


It stood first in the world in gain 


in insurance in force in 1917 
(caw ede bes waaaes oeeee- -$453,749,902 
It stood first in the world in gain in 
income in 1917...... - $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more than 15,000 
agents, sold $65,000,000 worth of War Savings 
Stamps between February first and Septem- 
ber first, 1918, and expects to sell a total 
of at least $100,000,000 during the year. 


JOHN R. HEGEMAN, President 








the government !nsurance and, last but 
not least, the influenza epidemic. 

Our figures are only approximate at 
this time. The paid for life issue was 
about $50,123,917, of which $14,878,430 
was group insurance; an increase of 
$16,715,518 over 1917. The amount of 
insurance in force, paid for basis, 1s 
something over $175,000,000, a gain in 
insurance in force of about $38,000,000 
27 per cent. of the insurance in force 
at the beginning of the year and 76 per 
cent. of the issue. 

“The mortality goes to over 100 per 
cent. of the expected, the influenza 
having practically doubled the mortal- 
ity it seems probable we would have 
experienced otherwise. 

“The accident department suffered 
from exceptionally heavy cancellations 
because of the war restrictions in the 
policies, in spite of which our gain in 
paid premiums has been splendid. The 
culy disappointment in the result is 
that the increase was due to the work 
of comparatively few of the agencies. 
The net paid premiums—that is, after 
deduction of all  re-issuance—were 
$396,653.05 for 1918, a gain of $73,524.50 
over the previous year, or in percent- 
age 22 per cent.” 








and size are impressive. 


out of first-time customers. 





What An Agent Wants 


A Company whose name, everywhere a household word, 
is his best introduction. Prestige is a door-opener, and age 


Policies that are unexcelled. 
and safety that need no demonstration. 
vice to policyholders—the thing that makes solid patrons 


The Oldest Company in America! Come with it and you 
will stay with it and it will stay with you. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 


Big Dividends. Strength 
Unsurpassed ser- 

















WOODS EMPLOYEES’ INSURANCE 





First Plan Adopted Nineteen Years 
Ago — Change to Equitable 


Group in 1914 





Edward A. Woods, manager of the 
Edward A. Woods Company Agency of 
the Equitable Life at Pittsburgh, Pa., 
advises The Eastern Underwriter that 
the agency over which he is manager 
has carried life insurance for 19 ‘years 
on employees and agents—on the first 
plan in vogue and then on the new 
group plan, adopted by the Equitable 
since November 1, 1914. The _ policy 
covers 101 lives. 


Under the Equitable group insurance 


policy, Mr. Woods advises that they 
have paid claims to the families of 
three employees, all of whom died 
many years ago, and since the 


agency group policy has been in force, 
they have had three agents die, whose 
widows are now receiving a check each 
month from the Equitable Life Assur- 
ance Society. 

The above information was prompted 
by an article which appeared in a re- 
cent issue of The Eastern Underwrite> 
in connection with the group insurance 
policy placed by L. A. Cerf, manager 
for the New York City agency of the 
Mutual Benefit, wherein it was stated 
that the Cerf group was the first 
placed by a general agent of a life in- 
surance company for his employees. 
We apologize. 





AFTER $100,000,000 

Ray W. Stevens, vice-president of the 
Illinois Life has set a mark of $100,- 
000,000 of business in force for that 
company on December 31, 1919. Allot- 
ments to agencies run $150,000 to 
$3,000.000. Up to January 9, the Ill 
inois Life had examined business, tot- 
alling $503,500, as compared with$283,- 
500 for the first nine days of 1918. We 
agree with you, R. W. Pretty good 
start. 


LEADING BRANCH OFFICE 

The New York City Metropolitan 
branch office of The Travelers’ Insur 
ance Company, led in new paid for life 
business, and new paid for accident 
and health premiums during 1918. The 
Chicago agency, including the state of 
Minois, led in net increase in paid for 
eccident and health premiums. 
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Government Files 
Conversion Rates 


FOLLOW ESTABLISHED CLAUSES 





Policies Will Contain Most of Provi- 
sions of Old Line Life 


Companies 
The Conversion Section of the Bu- 
reau of War Risk Insurance on Febru- 
ary 1, will send out the following 
bulletin showing the conditions un- 


der which policies on men in service 
will be converted: 

Present certificates are one year re- 
newable term contracts, and may be 
continued as such for a_ period of 
five years only, from the declaration 
or peace. 

At any time during this period of 
five years the term policies may be 
converted without medical examina- 
tion into any one of the following six 
forms: Ordinary Life, Twenty-pay- 
ment Life, Thirty-payment Life, Twen- 
ty-year Endowment, Thirtytyear Enm- 
dowment and Endowment maturing at 
age sixty-two. If the term _ policies 
are to be converted as above, the 
conversion must take place during the 
five year period mentioned. 

Only Standard Forms 

These forms will be the only ones 
written and the insurance will be car 
ried by the Government at rates con- 
siderably lower than private com- 
panies. 

The rates are net rates based upon 
the American Experience ‘Table of 
Mortality with interest at three and 
one-half per cent., figured upon a 
monthly basis. All expenses of the 
Bureau are paid by the Government, 
thereby permitting the net rate. This 
means that the monthly net rate will 
average fifteen per cent. below a sim- 
ilar rate in participating private com- 
panies. 

Policies will contain a waiver of pre- 
mium and total disability clause, mak- 
ing the policies payable at any time 
that the insured becomes totally and 
permanently disabled, regardless of 


his age. No policy in a private com- 
pany contains a similar clause run- 
ning beyond the age of sixty-five. An 


average rate of eight per cent. would 
have to be charged for such a policy 
in private companies. 

A few rates for Government policies 


hased on $1,000 of insurance are as 
follows: 
Ordinary Life 

Age Mon Ann 
__ EE ne RR eer $1.15 $13.58 
_ Serre ere 1.29 15.24 
ree 1.47 17.36 
_ Pe eer 1.70 20.08 
WO tes arabe Saeed 2.01 23.74 
OES vgtaivin owe ztce 2.43 28.71 
OF x aksieac ee wrens 3.01 35.56 

20: Payment Life 

Age Mon Ann. 
__ RAE eee $1.76 $20.79 
We Loita sari acied too 1.91 22.56 
A ais Sick aa eel 2.10 24.81 
DP eth css waacuean 2.33 27.52 
Pe seaesdineasceoin 2.62 30.95 . 
Ri sue vila wictaloeatee 2.99 35.32 
Oe pascad nee 3.50 41.34 

20-Year Endowment 

Age Mon Ann 
EE ERT LN $3,3 $39.10 
| SEER Sag 3.33 39.34 
30 Vii eolie eokiaeinn oe 3.36 39.69 
itis cw eee ou nn 3.41 40.28 
OR ik cons samen 3.51 41.46 
ES ee ae 3.68 43.47 
re oaks oe a 3.98 17.01 

30-Year Endowment 

Age Mon Ann. 
eee $2.06 $24.33 
4 pra Re aw A Scara ares 2.09 24.69 
oe eee 2.15 25.40 
ee Tae 2.24 26.46 


ch OORT Ee 2.41 28.47 
OD svtadsaxtanewe 2.68 31.66 
OF aadunanedneese 3.14 37.09 


In comparing above rates with those 
of private companies an average of 
18 per cent. of the premium should be 
added to private company annual rates 
—10 per cent. on account of monthly 
premium basis. of Government policies, 
and 8 per cent. on account of Govern- 
ment Disability Clause. If an annual 
premium is paid to a private company 
and death occurs under the year no re- 
turn of premium is made. If an annual 
premium is paid under a Government 
policy and death occurs al) of the pre- 
mium except current month is refund- 
ed. It will, therefore, be noticed that 
the Government rate under converted 
policies will average about 30 per cent. 
below the rates of participating pri- 
vate companies. The low rate pro- 
vided by the Government and the spe- 
cial disability clause is granted only 
to soldiers and sailors holding regular 
term policies issued under the War 
Risk Act, the Government assuming all 
expenses. 


On Participating Basis 


Converted policies will participate in 
dividends earned from any mortality 
or interest savings. These dividends 
may be used to reduce premiums or 
accumulate at compound interest. 

All policies are non-taxable, incon- 
testable and non-assignable. 

Cash values under converted policies 


are provided beginning at the end of 
the first year, being the full 314 per 
cent. reserve values. Loans may be 


made up to 94 per cent. of the cash 
value. Participating, paid-up and ex: 
tended insurance is guaranteed in all 
converted contracts. 

All policies are payable in event of 
death, only in 240 monthly install 
ments. Kndowment policies are pay- 
able in cash at maturity if desired. 

A bill before Congress extends the 
permitted class of beneficiaries, and 
provides for full payment to estate if 
no beneficiaries in permitted class are 
living when policy becomes a claim. 


Cannot Increase Policies 


Policies may be reduced, but not in- 
creased. 

Rates for converted policies are at 
age attained and no credit can be made 
for term premiums paid. 

All premiums are due on the first 
day of each month and should be sent 
to “Distributing Clerk, Bureau of War 
Risk Insurance, Washington, D. C.” 
Checks and money orders should be 
made payable to the Treasurer of the 
United States. 

A grace of one month is allowed in 
payment of premiums and liberal rein- 
statement provisions during a _ period 
of two years from date of lapsation are 
contained in the policy. 

Further information concerning con- 
version, including rates, blanks for 
making conversions, etc., may be se- 
cured by addressing Bureau of War 
Risk Insurance, Conservation Section, 
301 Southern Building, Washington. 
D. C. 


HEALTH LOSS 63 PER CENT 


Travelers Tells of Experience with 
Desirable Lines — Accident 
Record Favorable 


In a letter to its field force, the 
Travelers says that the accident and 
health premium increase last year 
was $407,612. Lapses caused by the 
insured entered military servile 
heavy enlistment of agents, operated 
to cut down the now production and 
increase the lapses on old _ business. 


In the face of these conditions the in- 
crease made in accident and health 
premiums reflects great credit on the 
field staff of the Company The year 
was an exceptionally favorable one as 


to accidents, the underwriting record 
being satisfactory in all respects. 

The year was an exceptionally un- 
favorable one as_ to incidence of dis- 
ease. The loss ratio on the Com. 
pany’s commercial health business, 
notwithstanding the very considerable 
volume of gain in premiums was 63 
per cent. For the past three years the 
health underwriting record has been 
getting more and more unsatisfactory. 
due partly to a greater incidence of 
disease and partly to inadequate pre- 
mium rates. While this has been to 
an extent compensated by the favor- 
able accident record, it is not to be 
expected that the accident can al) 
ways be depended upon to carry . the 
health, especially as there is some 





question as to the adequacy of the ac- 
cident premium and the pendulum will 


undoubtedly swing toward a higher 
loss ratio for accident. 

It will be the purpose of the Com- 
pany in 1919, as it has been its prac- 


tice in the past to continue to furnish 
accident and health insurance protec- 
tion of a satisfactory character at 
the lowest possible rates, consistent 
with safety and service. An increase 
in health rates is necessary and over- 
due. The Company will aim to liberal. 
ize its accident program to the great- 
est possible extent, believing that by 
so doing it will furnish its agents with 
an incentive to keep on building up 
this important branch of the Com. 
pany’s business. 





1850 


Good men, whether experienced in 


Office, 277 Broadway. New York Clty. 


FINANCE CLARENCE H 
COMMITTEE (WILLIAM H. PORTER, Banker 








THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


fe insurance or not, may make direct contracts with this 
Company for a limited territory if desired, and secure for themselves, in addition to first year's com- 
on, a renewal interest inguring an income for the future. 


JOHN P. MUNN, M, D., President 
KEASEY, Pres. Title Guarantee and Trust Co 
EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 


1914 


Address the Company at ite Home 











THE DUTIES of PEACE 





aching breast, 
+ * + * 
uncouth, 


of ‘Truth. 


What! 


If one were to interview the 





Duty.” 


is Duty. 











be protected. 


The Part of Life Insurance in| 
War and Peace \ 


Among the economic forces that have contributed to the winning of 
the war, Life Insurance has an honored place. 
been among the largest subscribers to the several Liberty Loans; life _ |] 
insurance agents have been among the largest sellers of Liberty Bonds; 
life insurance men have been well represented in the army and navy; | 
the Government adopted the life insurance plan as the best protection | 
for the families of soldiers and sailors, both by providing Government 
Insurance, and by assuming the premiums upon certain policies already | 

Life Insurance is better than bounties | 


in force in private companies. 
and better than pensions. 


mission of life insurance. 


in four and a half years. 


drop one. 














When a deed is done for Freedom, through the broad earth’s 
Runs a thrill of joy prophetic, trembling on from east to west. 
New occasions teach new duties; Time makes ancient good 
They must upward still, and onward, who would keep abreast 


James R. Lowell: “The Present Crisis.” 
= 
New Duties? 


no rest, now that the war is won?” the answer would be— 
“Just long enough to get your breath, and get a new grip on 
The reason is obvious 
an Opportunity to do something, and the greatest thing to do 


The great Duty confronting the people of this country, and 
of the civilized world to-day is to preserve what has been won 
by the war, and to build up a civilization that shall be sane 
and safe, in which industry, sobriety and economy shall have 
their reward, and childhood, womanhood and old age shall 


What is good protection against premature death in time of war is 
also good protection against premature death in time of peace. 
ture death is the destroyer of society, and protection against that is the 
Death is busy in peace as well as in war. 
Inside two months this Company has paid in death losses caused by 
Spanish Influenza a larger amount than the total of all its War losses _ |f| 


It’s always a good time to take a policy; there is no good time to 


NEW YORK LIFE INSURANCE CO. 
DARWIN P. KINGSLEY, President. | 





* * * * 


“ates and ask—‘“Is there to be 


Life has no value except as 








The life companies have 


Prema- | 
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105 William Street, New York City. 
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Subscription Price $3.00 a year. Single 


copies, 25 cents. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 


INSURANCE WITHOUT AGENTS 

The Postal Life 
has for some years been endeavoring, 
in defiance of all experience, to induce 
men by advertising to apply for insur- 
instead of employing personal 
With only forty millions of 


Insurance Company 


ance 


solicitors. 


insurance in force at the close of 1917 
against sixty-two millions at the end 
of 1910, it does not seem to be mak- 


ing much headway. It must be re- 
membered, too, that virtually all of the 
sixty-two million had been secured, not 
by advertising or correspondence, but 
by taking business of the 
Provident 
company. Its 
demonstration of what all experiments 
of the half have 
proved, that men will almost never ap+ 
ply for except when urged 
to action by the soliciting agent. 

In a recent advertisement published 
by that company we find the following 
sad and interesting story: 


over the 


Savings Life—an agency 


experience is merely a 
last century and a 


insurance 


In March, 1915, a man living in 
Florida wrote to the Postal Life 
Insurance Company for insurance 
information, which was promptly 
forwarded. 

As he did not reply, other let- 
ters, with printed matter, were 
sent suggesting that he _ protect 
his family by taking out a policy 
even though a small one. He put 
it off. 

Finally, in October, 1918, the 
Company wrote him and enclosed 
an interesting booklet entitled: 
“How much insurance ought I to 
carry?” Then, after more than 
three years, an answer came—not 
from him, but from his wife, who 
wrote: 

“Your letters and your interest 


‘in my husband’s insurance appre- 
ciated. He died one week ago, 
from pneumonia—without  insur- 


ance and leaving two children.” 

Like most husbands, he doubt- 
less intended to take out a policy, 
but like many careless ones, he 
put it off until too late. 

It is not that the 
band in this case did not respond to 
the urgent appeals of the Postal Life’s 
advertisements and letters, for men do 
not buy insurance in that way. Had 
this husband, who died without pro- 


remarkable hus- 


tection, written to any one of the two 


hundred regular life insurance com- 
panies he would doubtless not have 
died without protection. An agent 


would have called upon him personally 
letter of 
would 


i: response to his inquiry, 
and 
have soon 
dotted line. 

The most remarkable feature of this 
advertisement is the blunder of the 
Postal Life in thus publishing to the 
world the inefficiency of its system of 
soliciting insurance by advertising and 
through the mails, 


by direct appeal probably 


secured his name on the 


WE ARE AGREED 

“Points” of the Mutual Life, in its 
issue January 1 asks agents: Do you 
get any profit from reading 
“Points” twice a month ?—Then 
“Points” states: There is much to be 
from reading good insur- 
ance journals—there are a number of 
such. Then there are a few bright, 
snappy books on soliciting from which 


real 


gained also 


valuable hints and suggestions may 
be had. 
Read the ideas of others; ponder 


those that look good, 
that experience is the 
best teacher. All your reading and 
pondering will avail you nothing un- 
less you put what you read and hear 
to practical use. The prescription is 
one-tenth reading and pondering, nine- 
Thanks—-we are 


them; try out 
but remember 


tenths practice. 
agreed. 


Government Insurance 
Conversion Plans 


The details as to the rates and 
methods to be used by the Government 
in converting the insurance on soldiers 
and sailors together with description 
of policy terms will be found on page 
73. 


ANOTHER RECORD SHATTERED 
The staff of Jos. D. Bookstaver, gen- 
eral agent of the Travelers Insurance 
Co., apparently decided to give him 
a belated Christmas present in the 
form of a record breaking effort. At 
any rate, the weekly record of the 
Travelers shows that, during the week 
ending January 18, 1919, the Book- 
staver agency wrote more life insur- 
ance than any other agency of the 
Company in New York City. As Mr. 
Bookstaver says: “All credit for this re- 
cord is due to the agents of this office. I 
have never personally sought a reputa- 
tion as a big individual producer nor 
do I resort to publicity to attract men 
to this office. Rather, I have devoted 
my time and efforts to making the 
service and co-operative features of 
the office so attractive that agents 
come, stay and produce.” 





F. H. OSBORN ON COAST 

F. H. Osborn, of O. G. Orr & Co., 
is now on the Pacific Coast, where he 
is visiting the home offices of the 
Firemen’s Fund and Home Fire & Ma- 
rine, of which companies O. G. Orr & 
Co. are Eastern marine managers, com- 
bining at the same time a short vaca- 
tion. Mr. Osborn expects to return to 
New York about February 1. 





PAYING ONE PER CENT MORE 
The Alliance, of Philadelphia, has 


paid a semi-annual dividend of 6 per 
cent instead of 5 per cent. 














THE HUMAN SIDE OF INSURANCE 





——D 








GERRY SNOW 


ELBRIDGE 

The qualities which made and dom- 
inate the life of Elbridge Gerry Snow, 
President of the “Home” of New York, 
were never more prominently displayed 
in his countenance and by his words, 
than on Wednesday morning, the 78th 
anniversary of his birth, when a rep- 
resentative of The Eastern Under- 
writer dropped in Mr. Snow’s office to 
wish him many happy returns of the 
day. 

Happy, and to be congratulated, is 
the man who through unselfish de- 
votion to duty arrives at the 78th mile- 
stone without sacrificing, even in a 
little measure, that which crowns life 
with its greatest achievement— 
thoughtfulness for his fellows. 

S. L. Johnson and Herbert Levy, of 
the agency firm of Johnson, Locke « 
Levy, of Birmingham, Alabama, who 
represent the Automobile Insurance 
Company of Hartford, fire department, 
as general agents for the state of Ala- 
bama, are in the east this week in 
search of a running mate or side part- 
ner for the Automobile Insurance Com- 
pany in their office. This agency has 
written more than $100,000 of pre- 
riiums in eleven months, with a loss 
ratio of approximately 23 per cent. 
The average business per company for 
the state of Alabama is approximately 
$56,000. The Automobile Insurance 
Company business stands fourteenth in 
the list of premium income in the state 
of Alabama. 





* 6 « 

George L. Stearns, recently appointed 
general agent of ‘the Massachusetts 
Mutual Life at Manchester, New Hamp- 


shire, is a native son of the Grantte 
State, and has always lived in Man 
chester. After long business expert- 


ence with the P. C. Cheney Paper Co., 
Mr. Stearns was appointed United 
States deputy clerk of internal revenue, 
which position he occupied for thir- 
teen years. He has been sheriff of 
Hillsborough county, New Hampshire, 
since 1914. Mr. Stearns is well ac- 
quainted throughout the state, and is 
enthusiastic over his new work. 
2 a 

G. F. Murrell, general manager of the 
Bankers Life Company at Pittsburgh, 
Pa., wrote $321,500 of business for his 
company in the last ninety days of the 
old year. Before the end of the ‘year 
he mailed to the home office of the 
company, cash to settle every single 
case that he had written during the 
year. Mr. Murrell has been conspicu- 
ous among the leaders of the Bankers 
Life Agents. 





BIRD 


ROBE 


Robe Bird, who becomes second vice- 
president of the Milwaukee Mechanics 
on February 1, is another added to the 
long list of men who have left the 
New York Underwriters Agency to be- 
come owtficials of other companies. Like 
most of the men who have preceded 
him to officialdom elsewhere, Mr. Bird 
also spent his entire fire insirance ¢a- 
reer with the New York Underwriters 
Agency. In joining the Milwaukee Me- 
chanics, the details of which were re- 
ported exclusively by The Eastern 
Underwriter last week, Mr. Bird is go- 
ing back to that part of the West he is 
most familiar with and which he con- 
fesses to prefer to all others. 


Wm. J. Dutton, of San Francisco, and 
Silas Chapman, Jr., of Hartford, two 
veterans of the Firemen’s Fund, the 
former entering the Company’s service 
in 1867, and the latter in 1868, have 
both recently celebrated their golden 
wedding anniversary. Mr. Dutton was 
formerly president of the Firemen’s 
Fund. 

Mr. Chapman 
experience: 

“T have never 
church than the First Baptist. I have 
never occupied any other pew than 
the one I am now occupying there. I 
am in the same business in which I 
started over fifty years ago. I am 
representing the first company I was 
ever commissioned for. This is the 
Firemen’s Fund Insurance Company of 
San Francisco, which I took in the 
spring of 1868 so I could get married. 
I have the first clerk I ever hired. I 
am living with the first wife I ever 
married.” 


tells his own unique 


been to any other 


‘* * * 


Walter Le Mar Talbot, president 
of the Fidelity Mutual Life, on January 
2, the fortieth anniversary of the Fl- 
delity’s first day’s work, entertained 
at a dinner at the Manufacturers’ Club. 
Philadeliphia, the board of directors 
and members of the official staff of the 
company. 





INCREASE $2,448,032 

G. W. Sanders. actuary of the Michi- 
gan Mutual Life of Detroit, advises 
The Eastern Underwriter that the new 
paid for business of that company for 
the year ending December 31, 1918, was 
$8,650,627. This is an increase of $2, 
448,032 over 1917. 
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FIRE INSURANCE DEPARTMENT 











Automobile Rates 
Are Nearly Ready 


WHERE SCHEDULES WILL APPLY 








Most of High Rated Cities Are in the 
West—No Penalty Tariff in 
South 


Automobile writing will 
receive in a short time the new rates 
and rules covering fire and theft cov- 
ers. In the West, theft are 
quoted under three schedules, the 
standard schedule, the country sched- 
ule and the penalty schedule, to which 
last named is added an extra charge 
of $15 on cheap cars, as a penalty for 
the failure to use an approved locking 
device. 

While 





companies 


rates 


the Conference has used the 
term “penalty” in connection with 
these schedules, the so-called penalty 
schedule is simply a much higher rate 
used in certain cities where the theft 
experience has been found particularly 
pad. The real penalty is the $15 lock- 
ing device charge referred to above. 
In the West there are 8 or 9 cities 
which come under the penalty 
schedule. 

In the East, the standard schedule 
and the penalty schedule are both 
used, the latter applying only in the 
city of Philadelphia. Also the $15 lock 
penalty. 

In the South, the standard schedule 
and the country schedule are used, 
leaving out the penalty schedule alto 
gether in that territory, but two cities 
being given the $15 lock penalty. 

Fire Rates 
speaking, in 
schedules the fire rates 
priced cars have been 
remain about the same 
low priced cars. 

In a general way theft rates remain 
where they have been as to high-priced 
cars, but have been very greatly in- 
creased on the low priced machines. 
Rates on old and high priced cars do 
not increase as much in proportion to 
age as heretofore. There remains the 
old allowance for locks, spare tires, 
and extinguishers and the same charge 
for livery vehicles. There is a 20 per 
cent. allowance for permanent closed 
bodies. 

These rates are the result of the 
compilation of experience, collected 
from a number of the Conference com- 
panies. It embraces the experience o2 
about 40 per cent. of all automobile 
insurance written, the statistics hav 
ing been collected during 1917. 


the new 
on higher 
reduced, and 


as before on 


Generally 


QO. E. Schaefer Heads 
Westchester Fire 


GEORGE R. CRAWFORD RETIRES 








Continues as Chairman of Board of 
Directors—Had Been President 
for Forty Years 


Following the retirement Tues- 
day of George R. Crawford as _ presi- 
dent of the Westchester Fire, the di- 
rectors of that Company elected Otto 
EK. Schaefer, who has been vice-presi- 
succeed Mr. 
H. H. Clutia, 
was elected 


on 


dent and treasurer, to 
Crawford as president. 
who has been secretary, 
vice-president and treasurer, and C. B. 
G. Gaillard; who has been assistant 
secretary, was made secretary. A. B. 
Roome and George B. Crawford contin- 
ue as assistant secretaries of the Com- 
pany. 

Mr. Crawford’s retirement as head 
of the Westchester comes after a con- 
tinuous service with that Company 
since 1864, at which time he joined 
the Company’s staff as secretary. In 
1879 he was elected president and has 
continuously served in that capacity 
since that time. Mr. Crawford will 
continue as chairman of the board of 
directors of the Westchester. 

Mr. Schaefer, who has taken much 
of the responsibility of the expansion 
of the company’s business during the 
past few years, has been with the 
Westchester for thirty years, having 
started with the Company as a boy. He 
was made assistant secretary in 1907, 
after having successfully served in the 
various subordinate offices of the Com- 


pany. In 1913 he was made secretary 
and in 1916 he became vice-president 
and treasurer. Mr. Schaefer’s election 


to the presidency of the Westchester 
comes as a fitting acknowledgement by 
the directors of the Company of his 
demonstrated ability to successfully di- 
rect its affairs. 

INSURED FOR EIGHTY YEARS 

YEARS 

The Shrewsbury Mutual Fire  In- 
surance Company is one of the oldest 
mutual fire insurance companies in 
New Jersey and the United States. It 
was organized in 1838 and it has some 
properties on its books which were 
insured during the first year of its or- 
ganization and which have been con- 
stantly insured by this concern ever 
since. Notable among these properties 
is Christ church at Shrewsbury, which 
has been continuously insured by the 
company for eighty years. 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 














—TuEe AUTOMOBILE— 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 





CASH CAPITAL 


| $2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 





FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 





Affiliated with 
ETNA LIFE INSURANCE CO. 
ASTNA CASUALTY & SURETY CO. | 

















J. F. CUNNINGHAM ADVANCED HOW CLAUSE WAS ADOPTED 


President Henry Evans announces How the personal ability clause 
the appointment of J. F. Cunningham was introduced into fire policies ‘tn 
as auditor of the American Eagle, The Texas is explained modestly by T Fr 
Continental and Fidelity-Phenix to suc- Bader of State Fire Seemann Com 
ceed Edward Randall, resigned. Mr. mission, who says that the adoption 
Cunningham entered the Western De- 6¢ ihe clause came as the result of 
partment a the Continental at Chi- plain and convincing arguments of- 
cago in 1901 and has served that Of- ¢oieq trom time to time by corre 
one - pcngereiy capacities, for the past spondence and, finally, a personal ap 
wo years as chief clerk. Mr. Cun- before the City Commission 


pearance 
in official session and a discussion of 
all phases of the matter, including its 
legality and operation, 


ningham will enter upon his new du 
ties in New York early in February. 


DOUBLED BUSINESS LAST YEAR 


The National Security Fire, Omaha 
made an increase of fifty per cent 
in volume of business last year A HAMBURG-BREMEN REINSURED 


stockholder’s dividend of six per cent. The outstanding risks of the Ham- 


was declared. The following officers burg-Premen Fire have been reinsured 
were re-elected: W. A. George, presi- in the Home of New York. The Ham. 
dent, E. E. Howell, vice president, O. burg-Bremen commenced business in 


the United States in 1858 and entered 
New York in 1873. 


A. Danielson, secretary, F. J. Zeman, 


treasurer. 


THE 


WILLIAM H. KENZEL CO. 


FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. IL. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 


IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 
LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
PENNSYLVANIA FIRE INS. CO. (Suburban) 
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BROKERS ACTIVITIES 








BROKERS’ LAW UPHELD 
United States Supreme Court Holds 
South Carolina Statute to be 
Constitutional. 

The South Carolina insurance broker 
licensing act has been declared con- 
stitutional by the United States Su- 
preme Court in deciding proceedings 
brought to compel state officials to is- 
sue a license to Philip La Tourette of 
New York. Although fulfilling condi- 
tions under the law, La Tourette was 
denied a license on the ground that he 
is not a resident of South Carolina, as 

the act requires. 
MEMPHIS LOSSES HEAVY 

A meeting of all the insurance 
agents, adjusters, special agents and 
automobile dealers of Memphis, Tenn., 


was held with John M. Harrison, 
Manager of the Automobile Under- 
writers’ Detective Bureau of Atlanta, 


January 20th to discuss the automobile 
theft situation and make plans for the 
curtailment of losses. 


Paul Kennedy Returns 

Paul Kennedy, formerly of the New 
York office of Marsh & Me. Lennan, 
who was discharged recently after 
having spent several months overseas, 
took up his old duties with that office 
on Monday. 

” e + 


William Heffner Back 
William Heffner, office manager of 
Kookogey & Hook, who has been in 
a Brooklyn hospital for’ five weeks 
recovering from an operation, returned 
to his duties this week. 

_ * - 


HUDSON AGENCY PURCHASED 


William W. Rice, of Hudson, New 
York, has purchased the _ insurance 
business of William Dinehart. 


AGRICULTURAL WINS SUIT 





Case Involved Subrogation From N. Y. 
Central For Fire Started By 
Locomotive Sparks 





Subrogation proceedings against the 
New York Central Railroad for a loas 
caused by sparks coming from a loco- 
motive owned by. the railroad resulted 
favorably for the Agricultural Insur- 
ance Co., in an action tried in Rochest- 
er this week. The sparks set fire to 
some grass which spread and_  de- 
stroyed the property of S. Douglas An- 
derson, near fFairport, N. Y. The 
amount recovered by the Agricultural 
was $3,500. 





MUST MAKE CLAIMS PROMPTLY 


Persons holding claims against ene- 
my insurance companies who desire to 
avoid court proceedings are urged by 
the Alien Property Custodian, to 
present thematonceto the New York 
Trust Company. which has been des- 
ignated as liquidator. The Custodian 
calls attention to the fact that in case 
any claim is not settled and discharged 
before the assets of a company are 
transferred to the despositary, the 
claimant still has rights under section 
9 of the Trading, With the Enemy 
Act, but it will be easier for him to 
adjust and settle the claim with the 
liquidator than through the process of 
the courts. 





ATLANTA IS MEETING PLACE 


The midwinter conference of the Na- 
tional Association of Insurance Agents 
will be held at Atlanta, February 20 
—21 

21, 4 


NEBRASKA GOOD AUTO STATE 





A. H. Armstrong Leaves Two Compa- 
nies to Join Bankers Auto- 
mobile of Lincoln 





H. W. Kenyon, general manager for 
the Bankers Automobile Insurance 
Company, of Lincoln, says that Nebras- 
ka now has more automobiles, per cap- 
ita, than any other state. His com- 
pany is extending its activities to a 
few adjacent states where it will spe- 
cialize On country business. 


Mr. Kenyon says that the Bankers 
has had a fine year and expects to do 
a much larger business in 1919. De- 
cember 31, 1917, the company had a 
cash capital of $100,000, net surplus of 
nearly $40,000 and assets of nearly 
$150,000, whereas at the close of 1918 
it had cash capital of $200,000 approx- 
imately $70,000 to $75,000 surplus, and 
assets of nearly half a million dollars. 
It wrote approximately $175,000 in pre- 
miums during 1918. 


The company sells a complete cove: 
policy on a flat rate basis, which 
has found profitable. A. H. Armstrong 
has resigned the presidency of the 
Union Fire and its associate company, 
the Union Automobile, to become vice- 
president of the Bankers. The com- 
pany has a strong directorate and an 
active field force. 


TO HAMPER AUTO THIEVES 

Mallet of the Portland 
detective bureau is advocating a law 
which would bar automobilists from 
buying gasoline and accessories unless 
they are able to exhibit a card which 
bears the same number as their auto. 
mobile. The cards are to be issued by 
the secretary of state together with 
the licences for the machines, and 
Mallett holds that the recovery of 
stolen automobiles would be facilitated 
if the proposal were made a law, inas- 
much as automobile thieves would be 
unable to use cars unless they stole 
the cards from the owners’ pockets. 


Inspector 


NEW YORK STATE 


HUMBOLDT FIRE OF PA. 
CAPITAL FIRE OF N. H. 


DEPARTMENT 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 


PERCY B. DUTTON, Manager, ROCHESTER 

















SCHAEFER & SHEVLIN 


100 William Street GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 


New York, N. Y. 





Phone: John 2312 

















Firemen’s Insurance Co., Newark, N. J. 


January 1, 1918 
Cash Capital ........--..-+++....+-$1,250,000.00 
Net Surplus ..........-+-+......+.$2,384,971.20 
SURPLUS TO POLICYHOLDERS... .$3,634,971.20 


DANIEL H. DUNHAM, President 
'OUN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistan\ Secretary 








207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 


54 Pine Street - New York 


WESTERN DEPARTMENT: 


THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The Teal strength of an insurance com- 
pany is in - Eonmoveran of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
76 WEST MONROE ST., CHICAGO. the security of its policy. 


PACIFIC DEPARTMENT: R. EMORY WARFIELD, President 


N. W. Cor. Sansome & Sacramento Sts. FRED. es antes Vice-President 
P ° De , Secretary 
San Francisco, Cal. WILLIAM MORRISON, Asst. Sec’y 











HOME OFFICE 





S. C. BISHOP CO. 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John——588 Elizabeth 


Revresented at 
95 William Street, 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 


208 Broad Street, 
Elizabeth, N. J. 




















307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











PHILADELPHIA 








ADEQUATE 
FACILITIES 


ALL LINES 





~ CLARENCE A. KROUSE & CO. 


325 WALNUT STREET 


SATISFACTION 


LOCAL anp GENERAL AGENTS SERVICE 


PHILADELPHIA, PA. 











ALL LINES 


PENNSYLVANIA NEW JERSEY 








B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 








Home Office: 68 William|Street 
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Will Confer On 
Auto Commissions 


NEW YORK 





STATE AGENTS ACT 





Brokers’ License Problem Comes Be- 
fore Association in Session 
at Buffalo 





New York up state agents are pre- 
paring to send a_ strong delegation to 
confer with the National Automobile 
Underwriters’ Conference on the re- 
cent revision of commissions on auto- 
mobile business. 


At the Buffalo meeting last week a 
resolution was also adopted for the 
appointment of a representative com- 
mittee of the New York State As- 
sociation of Insurance Agents to con- 


fer with Superintendent Phillips re. 
garding desired changes in brokers’ 
licenses. 

The Buffalo meeting, January 13, 


was primarily for the purpose of start- 
ing the campaign to increase member- 
ship in the National Association of 
Insurance Agents, as well as in the 
state organization. Twenty-two of the 
twenty-eight members of the executive 
committee of the state association 
were on hand. 


Delinquent Members 


The question of delinquent member- 
ships was decided by remitting all de- 
linquent dues more than a year old and 
to begin a campaign to reinstate those 
lapsed. 


A committee was appointed, com- 
posed of members who have obligated 
themselves to more fully report’ the 
activities of the Association in the 
American Agency Bulletin. 


The annual banquet was attended 
by 175 persons, who heard President 
Allen of the National Association tell 
of the vital necessity of increasing the 
membership to meet the unprecedent- 
ed perils which appear in all branches 
of the insurance business and which 
affect every local agent. Alfred Flem- 
ing, superintendent of the Ohio Insur- 
ance Department, made a strong plea 


for the agents to interest themselves 
in fire prevention. Mr. Fleming is 
also president of the National Fire 


Marshal’s Association. 

Members attended from a large num- 
ber of towns and the idea of increas- 
ing the membership of the New York 
association to 1,000 was received at 
the banquet with a loud cheer. Follow- 
ing the Buffalo meeting Secretary Mil- 
ler of the National Association started 
on his trip, visiting Rochester, Syra- 
cuse, Utica, Schenectady, Albany, 
Troy, Elmira, Binghamton and Middle- 
town. 

There were ninety-two 
the Rochester meeting, 
from out of town. 
bers were enrolled. 


agents at 
many coming 
Twenty new mem- 


Rochester Board Meets 


At a separate meeting of the Roch- 
ester Board of Underwriters, that or- 
fanization enthusiastically renewed its 
allegiance of the state and national as- 
sociations. President Hollister of the 
Rochester Board introduced John Ca- 


Many Insurance 
Men in Parliament 


REPRESENTING ALL BRANCHES 





Recent Election Gave Thirty-one Com- 
pany Officials Voice in British 
Government 





The results of the recent elections 
in England show that thirty-one insur- 
ance company officials have either 
been elected or rerelected to seats in 
the British Parliament. All branches 
of the business are included in this 
representation although Lloyds mem- 
bers are predominant among the in 
surance men. 


Many Lloyds Members. 

Sir Frederick Hall, Sir Ivor Phillips 
and Lieut. Col. H. Wrightson are three 
Lloyds directors who are returned. 
Among the other directors who find 
seats are Sir R. Balfour, chairman off 
the British and Foreign Marine; Rt: 
Hon. E. Cecil, deputy chairman of the 
Clerical, Medical; Sir Henry Dalziel, 
chairman of the British Widows’; Ma 
jor Evan Hayward, director of the Es- 
sex Union, Sir S. J. G. Hoare, Director 
of the Employers’ Liability; W. E. 
Horne, deputy-chairman of the Pruden- 
tial; Capt. H. N. Knights, chairman 
of Greater Britian, vice-chairman of 
the British and South African and 
British and Australasian; Sir Fredk. 
Lcewe, director of National Benefit; H. 
Mallaby Deeley, director of the Nor- 
wich Union; and Sir George Younger, 
director of North British and Mer- 
cantile. Capt. Knights being the only 
insurance director to enter the House 
for the first time. Mr. G. Radford, the 
only insurance broker to put up, did 
not secure election. 

Sir Thomas B. Whittaker, chairman 
and managing director of the United 
Kingdom; A. R. Barrand, assistant 
manager of the Prudential; and A. K. 
Rodger, manager of the Scottish Tem- 
perance, were also elected. Other in- 
surance directors who retain their 
seats in Parliament are Sir John Cator, 


of the Alliance; Sir William Howell 
Davies, United Kingdom; Captain the 
Hon. Edward Fitzroy, General Life; 
Sir Charles Hanson, Chairman of the 
Gresham Offices; Sir J. S. Harwood. 
Banner, Liverpool Reversionary ; 


Major John Hills, Legal; John Hinds, 
Drapers and General; Major Hope, Life 
Association of Scotland; Joynson 
Hicks, London and Lancashire; Sir 
Wiliam Middlebrook, Wesleyan Meth- 
odist Trust; Sir John Randles, Star; 
J. H. Roberts, United Kingdom; and 
E. Turton, Yorkshire. 


former President Firman who reminded 
those present of the substantial ser- 
vices rendered the agents of the coun- 
try by the various state and the na. 
tional associations. 

In a very practical way, Secretary 
Miller listed the probable perils which 
are now confronting the agents, in- 
cluding the enactment in several states 
of compulsory workmen’s compensa- 
tion and automobile owners monopol- 
istic state fund laws, recalling the re- 
cent recommendation by the Federal 





vanaugh, the well known casualty Loan Board for the insurance of farm 

Pr yon as chairman of the meeting. risks and other innovations proposed 

“ rousing address was listened tofrom in state or national legislatures. 
INSURANCE CO., LTD. 





THE YORKSHIRE 








AXTNA (FIRE) 


HARTFORD, CONN., U.S.A. 


§ae Choose your company with regard 
to record in past conflagrations and 
Waeettt loss paying ability. 




















r FAMOUS FOR FAIR 
DEALING 


“We have not written and will 
not write business * * over the 
heads of the local agents, and if 
we take any business the local 
agent will be credited with the 
commission.” 


FIDELITY-PHENIX FIRE 


INSURANCE COMPANY: OF NEW YORK 
Cash Capital 





“America Fore” 


... .$2,500,000.00 


HENRY EVANS, President 


Home Office 


80 MAIDEN LANE 
NEW YORK 


Managing Branch Offices: 


CHICAGO, MONTREAL 
SAN FRANCISCO 


















STRENGTH IN T EGRITY 
Er ee ratisai teens Agta 2 a. ean 
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HENRY J. HOUGE, J. H. VREELAND JAMES H. BREWSTER, Mer 
Assistant Secretaries Hartford, Conn. 
A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 








LEWIS & GENDAR, inc. 


New York City Agents 


Commonwealth Insurance Co. of New York 

Telephones: John 63-44-65 QNE LIBERTY STREET, NEW YORK CITY 
Brooklyn and Suburban Agency 

Northern Asse. Co., Ltd. of Eng. Firemen’s Inc. Co. of New Jersey 


Commonwealth Ins. Co. of N. Y. Globe & Rutgers Inc. of N. Y. 
Detroit F. & M. Ins. Co. of Mich. Employers’ Lia. Assce. Corp. of London 


145 MONTAGUE STREET, BROOKLYN—NEW YORK 
Teliphones: Main 6370-6371-6372 








TH SUPERIOR FRE,ASURANCE 00. 


Conservative Sound Progressive 
Statement January 1, 1918 








OF YORK, ENGLAND ASSET LIABILITIES 
S Established 1824 rot ga Sy SeamenmimReR yn ROME. ceresedsadnasescetbecvess $ 300,000.00 
i , ‘ r + otocks anc INAS. cscccccssccces ANZA . ; z 
FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT go apenencntoeenicons 103,540.90 || Unadjusted Losses 93,290.82 
AND EXPLOSION INSURANCE —_ in — = bacoree aa : REM: - denbandaGatdebicihdiicain.s 1,024,694.02 
7 ‘ U. S. BRANCH, 80 Maiden Lane, New York. nterest Due anc ccrued...... 16,915.50 Other Liabilities 28,500.00 
FRANK & DUBOIS, United States Managers. ERNEST B. BOYD, Underwriting Rents Due “2 7 ap apg eens ie rene ree 304,131.20 
Manager, FRANK B. MARTIN, Asst. Manager. Agents’ Balances ......++sse0e0s 180,375.54 ’ 
New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York Collateral Loans ......+++..++6+ 32,643.75 
DEPARTMENT MANAGERS. Re-insurance Losses Due From : 
PAC ROROLITAN .......0ceereees Willard S$. Brown & Co. ....... New York, N. Y. ar eee nC on | 
ee RAE sdiarccccussseess EME GUN ccssesiwensissusenss San Francisco, Cal. "€1 750 616. $1,7 
CAROLINA-VIRGINIA 2.7.77.°"" ‘ sie ence pags $1,750,616.04 $1,750,616.04 
en tanh to... io oe A. H. TRIMBLE, President 
LA. & MISSISSIPPI .7°7'"°""""° James B. Ross ae ca New Orleans, La. EDWARD HEER, Vice-Pres. & Secy. F. W. SCHRATZ, Asst. Secy. 
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Scheide Is 
Seeking Business 


W. C. 


CLAIMS $1,000,000 ADMITTED CO. 


to be a Reorganization of 
Insurance Company of 
Hartford 


Reported 
Ajax 


Letters from W. C. Scheide & Co., 
of Hartford, have been received by 
New York fire and marine offices dur- 
ing the past few days soliciting re- 
Insurance. These letters state that the 


Scheide office would shortly represent 
an “admitted” company with a _ capi- 
tal of $1,000,000. The letters were 


signed by a man calling himself man- 
ager of W. C. Scheide & Co., but no 
definite information was given as to 
the identity of the company. 

The wording of the letter specifying 
$1,000,000 “capital” is thought to pre- 
clude a new foreign company and it 
is reported that the company referred 
to is the Ajax Insurance Co., of Hart- 
ford. This company was incorporated 
in 1915 with an authorized capital of 
$1,000,000. No record is found of this 
money having been paid in, and the 
company has apparently been dormant 
since organization. 

At the time it was formed, the Ajax 
was said to have been incorporated 
by interests identified with the alien 
companies which were under’ the 
United States management of Mr. 
Scheide before his connection with 
the Alien Property Custodian’s office 
as chief of the insurance division. The 
actual incorporators of the company 
appear as the New England Securities 
Corp., which was apparently formed to 
float the Ajax. The Ajax had as one 


of its reported objectives the taking 
over of the business of the Balkan 
National Insurance Co., now in the 


hands of the Alien Property Custodian. 
As a result of the letter soliciting 
reinsurance from New York cumpanies 
on an “admitted” basis, The Wastern 
Underwriter on Tuesday made in- 
quiries to determine whether the Ajax 
had taken any action toward entering 
New York State, but could get no defi- 
nite information in this connection. 
This paper is advised from Hart- 
ford, however, that the owners of the 
Ajax have recently taken steps to have 
the company put upon a going basis. 


PLAINFIELD OFFICE EXPANDS 

Because its business has largely in- 
creased, the real estate and insurance 
department of the State Trust Com- 
pany, Plainfield, N. J., is to be moved 
from the rear gallery of the bank to 
rooms in the office portion of the 
Trust Company’s building. This de- 
partment is now well equipped to give 
the best of service in its line. 


PLACES SCHOOL INSURANCE 





White Plains Board of Education Risk 
Totals $526,052—Handled by Clark, 
Lee, Tibbits Co. 





The Clark, Lee, Tibbits Co., Inc., of 
White Plains, N. Y., has been awarded 
the insurance of the Board of Educa 
tion of that city which totals $526,052 
and is now being placed by that office. 
The insurance is being written under 
a special form approved by the Subur- 
ban Exchange which covers specifical- 
ly the following locations and amounts: 

Bldg. Cont’ts 


High School, ....000< $177,816 $38,100 
Public School No. 1,.. 52,080 5,200 
Public School No. 2,... 25,296 2,400 
Fisher Ave. annex..... 1,488 720 
Public School No. 3,... 25,296 2,823 
Public School No. 4,... 22,320 2,368 
Public School No. 5.,.. 26,784 2,393 
Ridgeway School No. 6, 1,116 440 
Public School No. 7,.. 21,576 840 
Public School No. 8,... 38,688 3,249 
Public School No. 9, ... 24,552 1,343 
Public School No. 10,.. 42,400 5,000 
Public School No 11... 1,468 296 


Total $460,880 65,172 


STATEN ISLAND STORES 


Joint Action By New York and Subur- 
ban Exchanges On Tuesday To 
Change Listing 
The jurisdiction over the various 
terminal and warehous properties on 
Staten Island was the subject of a 
joint meeting of the executive com- 
mittees of the New York Fire Insur- 
ance Exchange and the Suburban 
Fire Insurance Exchange on Tuesday. 
As a result of the meeting Section 12 
o? the New York Exchange agreement 
was amended to include all sach prop- 
erties in the Borough of Richmond. 
Article 3 of the Suburban agreement 
needed no amendement to exclude from 
its agreement all properties under the 
jurisdiction of the New York Ex- 

change. 








ELIZABETH PEOPLE CURIOUS 

The taxpayers of Elizabeth, N. J 
are interested in the municipal insur- 
ance fund conducted by the city and 
would like to find out how it is com- 
ing on. They would like to know how 
much money is now in the fund and 
how much of it was appropriated out 
of their pockets and how much of it 
represents the difference between what 
it has cost the city to carry a part 
of its risk and what it would have 
been necessary to pay the insurance 
concerns to carry all of it. They 
would like to know, too, what part of 
the risk the city has assumed and what 
part the insurance concerns are under- 


Offices Must Act 
On Men in Service 


PROBLEM 


Some Officials Favor Organization to 
Be Nation-Wide in Scope and 
Covering All Lines 


SERIOUS CREATED 





What to do with former employees 
of insurance offices who have been in 
t:2 service and are returning to find 
‘eir positions filled by other people 

; come to be recognized as one of 
ihe pressing problems of the business, 
particularly in New York City. 

The feeling is general that an obliga- 
tion exists to take care of these men 
and yet in many instances it has proved 
impossible and in others a hardship. 
Companies have pledged their old pos-i 
tions to men who have entered the 
service to find now that they have 
many duplications of work, with only 
a percentage of the men returned. 


Some relief is offered in a plan that 
has been much discussed on William 


Street this week. The plan embraces 
companies of all branches of insurance, 
a nation-wide organization including 
brokerage offices, local agencies and the 
various rating and other technical 
bureaus and laboratories. Through this 
proposed organization men _ returning 
from service could report, have their 
qualifications and experience recorded 
and with the organization operating as 
outlined, it is believed the majority of 
these men could be taken care of with- 
out undue delay. 


Flood of Applications. 
Practically every office in . New 
York reports a flood of applications 
for positions from men just returning 
from the service. Some of these of- 
fices have taken in a good many em- 


ployees who have come to them in 
this way but others feel that they 
must hold a reserve for their own 


men who are yet to return. 

The brokerage offices particularly 
have been hard hit in this respect. 
These offices were forced to engage 
new men to fill the positions of the 
men who enlisted but they have not 
the multiciplicity of detail work to 
carry a large staff which is not abso- 
lutely necessary to the conduct of the 
work and as their operations are prin- 
cipally localized they have no direc- 
tion in which they can expand. 

Complain to Government. 

Companies, however have made room 


for many of their returning men 
by developing new lines of work for 
them in conjunction with the other 


channels of expansion of the company. 
Some companies, on the other hand, 
have declined to assist in placing 
those of their men whom they can- 
not take care of in their own = of 
fice and The Kastern Under- 


P. T. Kelsey Succeeds 
J. J. Guile in Sun 


MADE UNITED STATES MANAGER 








Department Manager of 
Company Will Assume New 


Duties at Early Date 


Western 





Preston T. Kelsey, manager in Chi- 
cago of the Western department of the 
Sun Insurance Office, has been selected 
to succeed J. J. Guile, who recently an- 
nounced his intention to retire as 
United States manager of the Company. 
This announcement was made on Wed- 
nesday by KF. White, general manager 
of the Sun, who is now in the United 
States and expects to return to London 
shortly. 

Mr. Kelsey has received much of his 
fire insurance experince in the West. 
After having served in a Chicago agen. 
cy from 1891 to 1894, he was appointed 
Illinois State agent of the Hanover, 
going with the L. & L. & G. in 1897 in 
indiana and Ohio. He engaged in the 
banking business for a period as vice- 
president and manager of the Marion 
Trust Co., of Indianapolis, and was ap- 
pointed assistant manager of the West- 
ern department of the Sun in 1914, suc- 
ceeding to managership of that de- 
partment in 1915. He is a brother of 
J. A. Kelsey of the Tokio and H. N. Kel- 
sey, of the Hamburg Bremen. 


HUDSON COUNTY MEN MEET 


well attended meeting 
Association 


There was a 
of the Fire Underwriters 
of Hudson County, January 22. The 
speakers were Thos. P. Holweck, on 
Fire Prevention and Louis O. Faul- 
haber, of the Employers Liability, on 
monopolistic control of insurance by 
the state or national government. He 
spoke principally upon a state com- 
pensation bill about to be introduced 
in New Jersey. 





EXCESS ASSOCIATION PLANS 

A meeting of the Fire Underwrite7s 
Excess Association has been called for 
January 31 when an advisory committee 
will be appointed and a date set when 
the operations of the Association will 
begin. The writing capacity of the As- 
sociation will be in excess of $1,000,000. 


writer has been informed by some of 
the men who have been treated in 
this manner that they plan to take 
the matter up with Washington. 

It is the stigma of such an action 
applied to the business generally 
which the backers of the proposed or 
ganization would particularly like to 
avoid. 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 








U. S. Cash Assets, Dec. 31, 1917 $16,153,068.57 


Surplus - - - . 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 

1904 - - - - - 






Liverpool 


4,793,978.55 
3,239,491.00 
1,427,290.00 


1,051,543.00 





——_—_—_—___ 
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Bernhard Agency 
Gets Brokerage Cos. 


QUARTERS 





LARGER 


Appointed for Fireman’s Fund, Home 


TAKES 


Fire & Marine, London & Lanca- 
shire and Orient 


The Bernhard Agency has been ap- 
pointed brokerage representatives in 
New York City of feur additional fire 
companies for the binding of business 
in outside territory. 


These companies are the Fireman’s 


Fund, Home Fire & Marine, 
London & Lancashire and _ Orient. 
The appointment for the Fireman’s 


Fund and the Home Fire & Marine in- 
cludes the binding of business South of 
Maryland and is’ already effective. 
ihe appointment, for the London & 
Lancashire and Orient which has also 


already gone into effect, is for the 
binding of business in general terri- 
tory. 

The Bernhard Agency now repre- 
sents for the binding of so-called 
“brokerage business” the Fireman’s 
Fund, Home Fire & Marine, London 
& Lancashire, National Liberty, Na- 
tionale of Paris, Orient and Rhode 
Island. 

The agency on Wednesday moved 


from 68 William street to larger quar- 
ters at 43 Cedar street. 

ALBANY FIELD CLUB PLANS 

The annual] ladies’ night of the Al- 
bany Field Club which was reported in 
The Eastern Underwriter of last week 
to have been scheduled for January 
24 has been postponed until January 
31. The plans for the evening include 
a theatre party at Harmanus Bleeker 
Hall, Albany, with refreshments later 
at the Hotel Ten Eyck. 


J. C. STODDART BACK. 

J. C. Stoddart, formerly special 
agent of the New York Underwriters’ 
Agency in New Jersey who has been 
stationed in Arkansas as a lieutenant 
in the Aviation Corps, paid a visit to 
the home office this week. Lieutenant 
Stoddart expects to be discharged in 
the near future. 

ASKS STATE TO PAY 

sills have begun to appear in the 
Minnesota legislature proposing that 
the state pay for losses suffered in the 
recent forest fires there. The claims 
are made on the ground that the state 
was responsible for the losses, because 
of failure to properly burn slashings 
and brush. 

MIDDLE DEPARTMENT OFFICERS 

Fr. H. Walker of the Liverpool & 
London & Globe, has been elected 
president of the Underwriters Associa- 
tion of the Middle Department. W. R. 
Adams, of the Commercial Union, was 
elected vice president. 


JOINS OLEAN AGENCY 
C. L. Benedict, for eleven years with 


the Orient in Hartford who recently 
returned from service overseas, has 
joined the Mandeville Insurance Age 


ency, Inc., of Olean, N. Y. 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 





States from 1874 to 1917 
MOD sctencaucarsinets ted 43,294,154.63 
Fire, Marine, Explosion 


and Tornado Insurance 
UNITED STATES BRANCH 
January 1, 1918 


Assets 





INVESTIGATING INSURANCE 

The Merchants Association of New 
Yerk is investigating old age pensions 
and old age insurance. In a letter to 
manufacturers the special committee, of 
which Robert E. Dowling is chairman, 
the association says: “We are inter- 
ested in plans for giving regular or 
special bonuses, opportunity to pur- 
chase stock of the concern on special 
terms, carrying of life insurance or dis 
ability insurance for employees by the 
company and maintenance of sick 
benefits and assistance to Employees’ 
Aid Associations in (addition to any 
requirements of any State Workme.’s 
Compensation Act), and direct or in- 
direct financial assistance to employ- 
act out of date and inadequate.” 

CENTRAL NATIONAL’S CHANGE 

The Central National Fire, of Des 
Moines, this week appointed the Cen- 
tral Fire Otfice, Ine., metropolitan 
agents of the Company. 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 


Organized 1836 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 


Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 











Just say: 


“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 
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BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 


United States Branch 
January 1, 1918 
$2,192,173.14 
772,927.35 


Assets 
Surplus in United States..... 
Total losses paid in United 
States from 1874 to 1917, 
WOE .cdisiesccesncatssnies 25,298,472.00 


W. B. MEIKLE, Pres. & Gen. Mgr. 











National Liberty 

INSURANCE COMPANY 

OF AMERICA ‘ 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1918 
Cash Capital ........ .$1,000,000.00 








ene eee 8,209,763.64 
EAGDINEIOS 2050s 50080 §,223,031.71 
Net Surplus ......... 1,986,731.93 


Surplus for Policy 


OS ere 2,986,731.93 
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| MARINE DEPARTMENT 





Loss Department at Present Is the 
Busiest in Marine Underwriting Offices 


It seems in a number of marine un 
derwriting offices and marine broker- 
age offices, that it has been absolutely 
necessary to increase the force in the 
loss department, occasioned by the fact 


that since the signing of the armis- 
tice, consignees on the other side are 
beginning to send forward loss pa 


pers which evidently they were afraid 
to send forward during the German 
submarine campaign for fear that if 
the papers were on a vessel that was 
lost, they would not be able to sub 
stantiate or prove their claims. Not 
having facilities to take photographic 
copies of their documents in order to 
have a second set, they hesitated to 
send forward the original papers. 
There appears to be coming forward 
now a great number of claims on cargo 
insurance written in the year 1916. 
There are any number of war losses 
outstanding for 1916, 17 and 18, as well 
as marine claims which have not been 
presented to the underwriters and will 
come forward in course of the next 
three months, which will help mater- 


BALTICA LICENSED HERE 
O'Keefe & Lynch Appointed United 
States Managers for Fire and Marine 
Lines of Insurance 


O'Keefe & Lynch have been appointed 
United States managers of the Baltica 
Insurance Co., of Copenhagen, Denmark, 
which was licensed last week by the 
New York State Insurance Department 
for fire and marine lines. Under the 
management of O'Keefe & Lynch, the 
jaltica will transact a fire and reinsur- 
ance business here and a direct marine 
underwriting business. 

The Baltica was organized in Copen- 
hagen in 1915 with a capital amounting 
to $4,535,000. The Company now has a 
surplus amounting to $2,385,000 and has 
deposited with the New York State In- 
surance Department $420,000. The Balt- 
ica also has deposited $350,000 with the 
Guarantee Trust Company, which it has 
appointed its United States trustees. 

The company’s deposits in other banks 
here amount to $250,000. 

Gerard H. Landry, secretary of the 
Baltica, is now in the United States 
completing the arrangements for the 
entrance of the Company in the various 
States. He will return to Copenhagen 
in the near future. 

HENDON CHUBB RESIGNS 

Hendon Chubb, of Chubb & Son, N. Y., 
has offered his resignation as director 
of insurance for the United States 
Shipping Board. His resignation has 
been accepted as of February 1. Mr. 
Chubb has served as’ director since 
September 17, 1917, his expert knowl- 
edge proving of great value in insur- 
ing troop movements’ and_— supplies 
transported to France. The first of 
ficial act of Mr. Chubb was to cut the 
rate under that quoted by his own 
firm. 

BURDEN & CO. STAFF GROWING 

Sergeant J. C. O'Hara, until lately 
insurance manager for Caldwell & Co., 
freight and insurance brokers, of New 
York, is now associated with C. F. 
Burden& ‘Co., in the same line of busi- 
ness at 17 State Street. Sergeant 
O’Hara has just received his discharge 
from the army and he is the third 
member of the Burden & Co, staff who 
has been in the military service. 


ially in reducing the apparent profits 
that some offices had on their business, 
on which they paid the Government ex- 
cess protit tax, 

Conditions in Russia being still in 
an unsettled state, there are undoubt 
edly many heavy claims on cotton, 
general merchandise and automobiles 
still to come forward from that coun 
try, and it is reported that condition 
at Vladivostock for the past three 
years have been in a terrible state, 
there not being suflicient warehousing 
facilities at that port to take care o! 
the enormous influx of imports. The 
interrupted conditions of the ‘Trans- 
Siberian Railroad prevented sending 
forward even a normal amount of mer 
chandise, and underwriters who insuie 
automobiles subject to all risk con 
ditions to Russian ports or places, 
have something to look forward to, as 
it is reported that any number of auto 
mobiles have been left in the open 
fields, subject to snow, rain and all the 
other elements. 


OBSERVER. 


To Organize 
International Conference 
(Continued from page 1) 
publication in America about the new 
project. 
Behind the Movement 

One of the men behind ‘this move- 
ment is A. V. Hansen, manager of the 
Lnited French Insurance Company, 
Univers Franco’ British Insurance 
Company and Ile De France Insurance 
Company, whe returned this week from 
a three months’ trip ‘o America, 
where he made an exhaustive study oi 
marine and fire insurance conditions, 
met many of the ablest American un- 
derwriters, and also studied insurance 
departmental requirements and state 
laws. His three companies are to be 
entered in America and in some other 
parts of the world. 

A student of international insurance 
conditions, Mr. Hansen was impressed 
in America by many things, including 
the many strangling state regulations 
which make it difficult for new com- 
panies to become planted and to ex- 
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WM. H. McGEE & CO. 


UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


U. S. Managers 
Skandinavia Re-insurance Co. 
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Agents Marine Department 


Providence Washington Insurance Co. 
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laws governing insurance, laws which 
often are contradictory. He was sur- 
prised as well by the type of under- 
writing practiced in many offices, in 
which insurance is regarded as a game 
rather than a profession, the best 
gambler winning. 

He found few opportunities of an 
educational character fo. young under- 
writers, these opportunities consisting 
of merely a handful of lectures, poorly 
attended and not conducted with a pre- 
tense of system. 


Standardization 
Mr. Hansen believes that each coun- 
try has its own peculiarities, but in 


view of the international expansion of 
insurance, standardization is important 
to smooth the way. There should be 
siandard forms, the importance of 
which will be recognized immediately 
in marine insurance; standardized 
laws and standardized adjustments. 

Out of the conference would prob- 
ably grow an insurance university and 
an insurance library, and Mr. Hansen 
look far enough ahead to see a 
central adjustment bureau and 
centralized offices to make it 
and safer to do an international insur: 
ance business. 

The first meeting would be to com- 
plete organization. Underwriters of 
the various countries would become 
acquainted and discuss the various per- 
plexing questions and prepare for their 
solution. 

International School 


can 
other 
easier 


Following the organization meeting 
the msurance men will return to their 
own countries, and through the asso- 








rand. He was amazed at the variety of ciations in their own countries ¢c- 
i — ——— a | 
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cperate with the interrationai confer- 
ence. Heretofore there has been nobody 
of this kind which could take up insur- 
ance problems. 


That from the conferenz2 will evo 
lute an international school of insur 
ance seems a natural cone usion. Suck 
a school is very much needed, as with 
the exception of one country there 13 
no insurance school of the un:versitv 
rank. There are schools for bankers. 
for lawyers, for doctors, for dentists, 
for veterinary surgeons, for shemists, 
for journalists, for musicians, but in- 
surance, one of the greatest businesses 
in the world, leaves its craftsmen to 
shift for themselves, picking up what 
information they can by contact, desk 
work or in the fields. In a country like 
America, where the tendency is to- 
wards specialization, it is all the more 
difficult to obtain a comprehensive 
knowledge of insurance. 


Mr. 


And speaking of insurance schools, 
Mr. Hansen talks by the book. When 
hardly more than a lad in Christianla, 
Norway, he decided to be an under- 
writer because some of his people had 
been. He went to work in a Chris- 
tiania insurance office, and _ looked 
about in eaucational channels for as- 
sistance. There was little aid to be 
had except for some insurance lectures 
at a night school. In later years he 
looked ‘the situation over in France and 
England, and neither had much to offer 
in the way of helping the young insur- 
ance man master his business. Then 
he went to Aix-La-Chappell and found 
a full-fledged insurance university 
which had been established in 1911 
with a few students, but which has 
since grown, until it is a most imporv- 
ant institution. Mr. Hansen attended 
this school for four years. There he 
heard lectures on international law and 
finance, on underwriting and engineer- 
ing, commercial geography and com- 
mercial accounting, inspections and in- 
stallations, many of these lectures be 
ing delivered by leaders in the suv- 
jects covered, and all having a direct 
hearing upon insurance. The students 
even made their own sprinkler installu- 
tions. This Aix-La-Chappell school 18 
called the High School for Fire Insw 
ance Science, and is supported by the 
state and by the insurance companies. 
the cost of the school being very mou- 
erate. Its curriculum is a volume of 
many pages; in fact, a thick book. 

Whether ‘the conference will mate: 
rialize or not it is of course too eariy 
to feretell, but that an honest, sincere 
attempt to bring it about will be made 
and, under official auspices, is assured. 
There is certainly much to commend 
in the idea, and so far as America 18 
concerned there are already three orga- 
nizations which should be vitally in- 
terested, the American Foreign Insur- 
ance Association, the American Compa- 
nies Association, and the Hull Under- 
writers’ Association. 


Hansen’s Own Experience 








9 











January 24, 1919 


THE EASTERN 


UNDERWRITER 


21 











—— = 
No Action Yet On 
Standard Forms 


HEALTH AND ACCIDENT COVER 


Committee Continued to Further De- 
velop Desire for Uniformity—New 
Equitable Policies 











The committee of five, on accident 
and health insurance policies, and the 
committee of fifteen, on revision of ac 
cident and health insurance policy 
forms, Met in New York last week. 
The progress thus far made in estab 
lishing the use of the proposed stand 
ard form among the various compa 
nies Was discussed. No definite action 
of any kind is reported. The comm 't 
tees were continued in the hope that 
the demand for standard forms will de 
velop to such an extent that eventual- 
ly their use will become more general. 

It is significant that while the cas 
ualty companies have been cautious in 
taking up this plan of standardization, 
the latest addition to the list of diva 
bility wiiting companies—the Equit- 
able Life—has adopted the proposed 
forms, in one or two instances in their 
entirety, and all the accident and 
health policies of the Equitable are 
built upon the basic principles of th 
forms prepared by the committee o: 
fifteen. 

Following the meeting of the commit- 
tees, the Bureau of Personal Accident 
and Health Underwriters held its an 
nual meeting, and elected D. G. Luckett, 
secretary of the United States Cas- 
ualty, chairman of the governing com- 
mittee. KF. Robertson Jones was _ re- 
elected secretary-treasurer. The gov 
erning committee remains the same ex 
cept that the Travelers takes the 
place of the General Accident. 





BROOKLYN BRANCH OPENED 


Fidelity & Casualty Takes Convenient 
Location on Court Street for 
its Business. 


The Fidelity and Casualty has op 
ened a fine new branch office at 26 
Court Street, Brooklyn. It is on the 
first floor of the Garfield building. The 
company’s former Brooklyn office was 
at 162 Montague Street. 

C. W. Spader and F. H. Hobby will 
be associated together in the manage 
ment of the branch, which will devote 
special attention to the bonding busi- 
ness, while at the same time writing 
the other lines of the Fidelity & Cas- 
ualty. 

Mr. Hobby, who has had sole charge 
of the Brooklyn branch, has been with 
the company for over twenty years, 
and Mr. Spader has been in the ag 
ency department at the home office for 
eight years, 





INTERSTATE PASSED $550,000 

The Interstate Casualty, Birming 
ham, Ala., wrote about $550,000 of busi- 
none last year. In 1917 that item was 
$482,947. Is surplus, says Secretary 
D. B. Lighton, will show an increase 
of about $15,000. The company also 
paid a 3 per cent. dividend. Operations 
were confined to the writing of auto- 
mobile and excess insurance in all 
— except Iowa, Utah and New 
Mexico, where compensation was also 
written, in addition to the automobile 
vusiness. During the year the com- 
pany discontinued the writing of acci- 


dent and health, plate glass and bur- 
slary insurance. 


CASUALTY AND SURETY NEWS 


State Health 
Fund Provided 


OF GRAVES MEASURE 


TERMS 


$1,000,000 for New York State Wage 
Earners—$500,000 for 
Examinations 





Besides amending the public health 
law by establishing a state health com- 
mission to administer the state de- 
partment of health and abolishing the 
office of commissioner of health, the 
Graves bill (Senate No. 1) provides 
for sickness and health examination 
funds in New York as follows: 

Sec. 5. Sickness tund. 1. The sum of $1,000, - 
000, or so much thereof as may be necessary, 
is hereby appropriated and set apart to be de- 
posited by the state treasurer to the credit of 
the public health commission, out of any 
moneys in the state treasury not otherwise ap- 
propriated, for the purposes set forth in this 
section, and the legislature annually shall ap- 
propriate a like sum for the same purposes, 

2. Such fund shall be administered by the 
health commission and shall be known as the 
sickness fund. Expenditures from such fund 
shall be made by the treasurer of the depart- 
ment of health, only upon vouchers of the 
commission or district clerks, countersigned by 
one of the commissioners and by the auditor 
of the department of health, 

Use of the Fund 

3. Such fund shall be used only for the pur 
pose of providing for persons such curative 
treatment, hospital care, medicines, appliances 
or supplies, or such proper and nourishing 
foods as are prescribed, as they are unable 
to provide for themselves but which jre nec 
essary to properly fit them to perform their 
daily tasks. Such treatment shall be by physi 
cian of free choice other than local health offi 
cers. Where treatment by specialists is rec 
ommended as the result of a physical exami 
nation under the provisions of this act, the 
commission may, if not inconsistent with this 
subdivision and subdivision four, employ con- 
sultants, and may prescribe institutional treat- 
ment, surgical service and nursing. Such 
specialists, consultants, surgeons, nurses and 
institutions employed under the provisions, of 
this section shall be compensated from any 
moneys available in the sickness fund, Com 
pensation for such treatment shall be accord 
ing to a schedule to be fixed by the commis 
sion. Records shall be kept of all such cases 

4. No person shall benefit by the provisions 
of this section until the district clerk or sani 
tary supervisor by investigation and upon his 
own information, shall have assured himself of 
the authenticity of the need; and any person 
who fraudulently obtains and accepts, through 
his own solicitation or through the solicitation 
of another or by false testimony or otherwise, 
benefits under the provisions of this section 
when it can be proved that there was no real 
necessity therefor, shall be guilty of a mis 
demeanor, * * * 

Fund for Examinations 

Sec. 6. Physical examination fund, 1. The 
sum of $500,000, or so much thereof as may be 
necessary, is hereby appropriated and set 
apart to be deposited by the state treasurer 
to the credit of the public health commission, 
out of any moneys in the state treasury not 
otherwise appropriated, for the purposes set 
forth in this section, and the legislature an 
nually shall appropriate a like sum for the 
same purposes, 

2. Such fund shall be administered by the 
health commission and shall be known as the 
physical examination fund, Expenditures from 
such fund shall be made by the treasurer of 
the department of health, upon warrant of the 
commission or district clerks properly counter 
signed by one of the commissioners and by 
the auditor of the department of health. 

3. Such fund shall be used only for the pur- 
poses enumerated in this section or under such 
rules or regulations as may be adopted by the 
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Quackenbush Agency 
Will Be Continued 


FEW CHANGES ANTICIPATED 
Present Organization Will Be Main- 
tained—Arrangements Being Com- 


pleted By Estate 


The agency of the late E. B. Quack- 
enbush, at 92 William 
York, is to be continued with the pres 
Some change in the 


street, New 


ent organization. 
personnel may be made, but there will 
be no disruption of the office force as 
it now exists. 

The Quackenbush agency is one cf 
the largest and oldest in New York, 
and a very substantial business in 
health and 
been built up through the energies 
of Mr. Quackenbush, together with his 


associates in the office. The agency 


accident insurance’ had 


was left in good condition and is i» 
able hands pending adjustment of al 
fairs by the estate. 


health commission with reference thereto which 
are not inconsistent with the provisions of this 
section, 
For All Wage Earners 

4. Any wage earning resident of New York 
state may apply to a district clerk or sani 
tary supervisor for a physical examination for 
himself or any dependent, and the district 
clerk shall set a date and prescribe’ the 
time when such examination shall be made 
Such application for examination shall be made 
on forms adopted and furnished by the com 
mission and shall state the name, age, address, 
occupation and family connections of the ap 
plicant, the condition of health of opplicant on 
his or her own information and belief, whether 
or not such applicant has been examined be 
fore and the result of such examination, and 
such other information as the commission shall 
require. No person shall be permitted to be 
examined more than once in twelve months, 
except that the commission, as in its judgment 
is deemed expedient, may permit one or more 
re-examinations to determine the result of re¢ 
ommended treatment for the correction of 
physical defects or such other facts as the com 
mission may require. Applications shall be 
filed in each district in the order in which 
they are received and applicants shall be 
examined in the order of their priority as de- 
termined by the time of filing 


Something New | 


Residence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


PHILADELPHIA 





GAINED $400,000 


Georgia Casuaity Reports Large _In- 
crease in Premiums and Reserves— 
Surplus up $22,000. 

President W. E Small, of the 
Georgia Casualty, says that his com 
pany enjoyed an unusually prosperous 
year during 1918. Net premiums writ 
ten for the year were $2,349,189.68, and 
increase of approximately $400,000 
over the previous year; reserves in 
creased $319,427 net; net surplus in- 
creased $22,000 

The company writes very little com 
pensation business, the bulk of its pre- 
miums being represented by automo 
bile and public lines A dividend of 
S$ per cent. was declared, payable 
January 15. 


EMPLOYERS INDEMNITY FIGURES 


Corporation Official Points to Several 
Important Features of Year's 
Work. 


Early in 1918 the capital of the Em 
ployers Indemnity Corporation, Kan 
sas City, was increased from $250,000 
to $350,000, and beginning early in 
1918, it started to develop a personal 
accident and health department. It 
has placed in effect some 12,000 units 
of accident and health insurance, a 
unit being the equivalent in exposure 
of a $5,000 accidental death and $25 
a week policy. We have entered seven 
or eight new states this year and are 
now licensed in twenty-eight, includ 
ing New York. 

Comparative figures on capital, sur 
plus and total assets of the Corpora 
tion for December 31, 1917 and 1918, 
are as follows: Capital, $250,000 in 
creased to $350,000; surplus, $79,000 in 
creased to $210,000; assets, $491,000 
increased to $930,000 The assets as 
quoted above, are the gross assets, in- 
cluding non-ledger assets. 

An officer of the Corporation says 
that one feature of its growth has been 
that it was organized without promo 
tion expense, has paid dividends from 
the start, issues participating policies 
in all its liability lines, and pays pre 
mium dividends thereon, and has nev 
er drawn a dollar of its surplus for ac 
quisition or Management expense 


Physicians Against Health Bill 

Forty-two members of the Montgom 
ery and Bucks County (Pennsylvania) 
Medical Societies, at a joint meeting in 
Philadelphia, went on record as oppos 
ing the proposed health insurance bill 
likely to be introduced in the present 
state legislature. It was the sentiment 
of the members that insurance com- 
panies alone will reap benefit from 
passage of such a bill; that it will 
force “contract practice” and kill pro- 
fessional ethics. 
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Frank Law Resigns 


Frank Law, vice-president of — the 
Fidelity & Casualty, has resigned be 
cause of the uncertain condition of hi 
health. Mr. Law arrived at his de 
cision to retire from active business 
after his recent return from the Adi 
rondacks where he had spent several 
months at a sanitarium Mr. Law 


has been with the Fidelity & Casualty 


for upwards of twenty years having 
started with the company shortly after 
his graduation from Stevens Institute. 


In accident prevention work as well as 


in supervising the engineering depart 
ment of the Fidelity & Casualty, Mr. 
Law has taken rank with the foremost 
engineers of the country. In 1910, he 
was made vice president of the Com 
pany in which position be continued 
to the present time. 
a 4 + 


New Jersey Rates Announced 
The Compensation & Inspection Rat- 
ing Bureau of New Jersey has assigned 


classifications and rates to the follow- 
ing risks: Louis Roessel & Co., North 
Bergen; Transatlantic Chemical Corp., 
Linden; Ringwalt Linoleum Works, 
New Brunswick; Riches, Piver & Co., 
Elizabeth; Standard Tungsten Corp., 


Belleville; Dye Products & Chemical 


Co, Newark; Arthur M. Dietrich, Jer- 
sey City; Bogert-Carlough Co., Pater- 
son. 


a a * 


Charity Workers Good Risks. 
During the last eighteen months, the 


National Surety has bonded = 240,000 
workers of leading war charities 


throughout the country at a total risk 
of $47,550,000. In no this 
huge war charity fidelity risk resulted 


case has 


in loss to the company. In one in 
stance, officials of a New York bazaar 
embezzled; but, although they were 
indicted, their defalcation was made 
good from other sources. This May 
also be said to include and represent 
the company’s experience with peace 
charity workers, except as to profes 
sional] subscription solicitors, who are 
paid on a commission basis, and who 


are regarded as questionable risks. 
e + * 

Compensation Bureau Changes 
recent branch office chang 
es in the National Workmen's Com 
pensation Service Bureau include the 
resignation of C. G. Axtmann, who was 
manager in Michigan and who is now 
with the Detroit Insurance Agency. C 
J. Condit, who was manager at Louls- 
ville takes Mr. Axtmann’s place. David 
Layton who was formerly with the 
Bureau has returned from the naval 
aviation branch of the government ser 


The most 


vice and is now in charge at Louis 
ville. 
o . oe 
Governor Edge on Insurance 

In his annual message to the legis 
lature, Governor Edge of New Jersey 
said: “Health insurance would seem 
to be even more vitally important to 
eny pension system than New Jersey 
has found compensation insurance to 
be to its workmen’s compensation sys- 
tem; in fact, health insurance would 
provide additional supports for our 
workmen’s compensation system by 
ccnserving the physical vigor of our 
people against the constantly increas- 


ing demands of industry upon physical 
endurance. It is our duty, it seems to 
me, to take into consideration at this 








~—# 





time the fact that altered living condi- 
tions, involving greater expense in all 


human activity, have rendered the 
schedule adopted originally with our 
New Jersey workmen’s compensation 
act out of date and inadequate. 


o * + 
Would Cut Out Companies 

The Ohio Health and Old Age Insur- 
ance Commission has made a report in 
which it declares that “health insur- 
ance should be required for all em 
ployees, to be paid for by employers 
and employees in equal proportion.” 
The Commission believes the state 
should pay the costs of general admin- 
istration, as in the case of workm2n’s 
compensation. The Commission also 
that “companies or associations 
writing insurance for profit should not 
be permitted to be carriers of such in- 
surance,” 


Suys 


* A * 
National Surety Promotions 
Mackall has been elected 
National Sure- 
assistant secre- 
been assistant 
contract sure- 
company. My. 
foreign court 


Luther KE. 
a vice-president of the 
ty and Roy M. Davis 
tary. Mr. Mackall has 
general manager and a 
ty underwriter of the 
Davis was head of the 
bond department. 

* & os 
Bolschevism Feared 

Old age, sickness and disability in- 
surance measures are likely to be in- 
t-oduced in Washington by Senators 
Kenyon and Borah, who are said to 
offer these plans, together with a num- 
ber of others, with a view to warding 
off the general unrest in the ranks of 


Labor. 
7. * *@ 
Act Extra Territorial 
The Wisconsin Supreme Court has 


held that the Wisconsin Compensation 
Law has extra territorial jurisdiction 
The case in point was that of Kather 
ine Anderson, as administratrix of the 
estate of Joseph Boucher, deceased, re- 
spondent, vs. Miller Scrap Iron Com- 
pany and Herman Miller, appellants. 
The Miller Scrap Iron Company, Green 


Bay, took a contract near Chicagoan 
Lake, Michigan, and sent several offi- 
cers and employees of the company, 
including Herman Miller and Joseph 
Soucher, to stay at Iron River, Michi- 
gan, until work was completed. It is 
six miles from Iron River, and June 
30, 1917, while going to work an auto- 
mobile was upset, injuring Boncher. 
He died of the injuries. The Miller 
Scrap Iron Company was not operating 
under the Michigan compensation act. 
This action was an appeal from a judg- 
ment of the Circuit Court for $4,000. 
* a cd 
Manitoba Rates Inadequate 

G. F. Michelbacher, actuary for the 
National Workmen's Compensation Serv- 
ice Bureau, is in Manitoba acting as 
special adviser to the local authorities 


there, who are preparing new rates. 
Those they have been using have beeu 
found to be totally inadequate. 

co aA a 


No Merger Planned 

President Warfield of the Fidelity & 
Deposit says that there is no truth in 
the rumor that there is to be a merger 
of that company with another casualty 
concern, 

* ¢ *@ 

-iStandard Accident’s Condition 

The Standard Accident now has total 
assets of over $9,250,000, capital of $1,- 


000,000 and surplus exceeding  $1,- 
425,000. 
* o - 
East a Heavy Insurer 
An odd feature of the health and 


accident business of last year is shown 
in the records of two companies. One 
made a greater increase in that depart- 
ment in its New York office than it did 
elsewhere throughout’ the entire coun- 
try. In the New York office of another 
company, which does a large monthly 
premium business, very much _ the 
same situation § exists. The explan- 
ation of this may lie in the fact that 
during the war, New York and sur- 
rounding territory has been more active 
than any other section of the country 
in the prosecution of war work, with 
the result that there have been more 
men employed at higher wages in that 
section than at any other time in its 
history. Correspondingly, labor and ex- 
ecutive ability has been drawn on from 
all sections of the country to fill the 
needs of the Eastern section. 
Bo * * 
Ambrose Ryder, manager of the au- 


tomobile department of the National 
Workmen’s Compensation Service Bu 
reau, has been at home for a week, 


warding off an attack of influenza. He 
has been at the otfice for short inter- 
vals during the present week. 
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THE TRAVELERS 


WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 


THE OPPORTUNITY TO SUPPLY THESE INSURANCE 
NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 
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. 
Brokers—Attention! 
An established casualty company with 
New York headquarters is about to de 


velop its (New York field and seek conne: 
tions with reliable agents and brokers in 


the metropolitan district, for automobile, 
burglary, plate glass, surety and fidelity 
lines. For special service and rep 


resentation, 
Address: BROKERING FACILITIES 
THE EASTERN UNDERWRITER, 
105 William Street. 





CARS CHEAP IN CALIFORNIA 


Bill Offered in Legislature to Protect 
Pedestrians Against Green 
Drivers 
A bill offered in the California legis- 
lature by Assemblyman Clarence W. 
Morris requires the submission of sat- 
isfactory evidence to the State Motor 
Vehicle Department of liability insur- 
ance (bond or otherwise) in the 
amount of $5,000 as a condition prece 
dent to the issuance of an automobile 
license. In other words, until such 
time as the Superintendent of the Mo- 
tor Vehicle Department is satisfied 
that the owner of an automobile has 
insured the public against any accident 
at his hands, he is not permitted to 
operate the car. The argument in 
favor of this measure appears to Mr. 
Morris to be unanswerable or at least 
irrefutable, particularly in California 
where a person can buy a second-hand 
machine for as low as $125, in some 

instances even less. 

In any event, one can buy a new car 
on almost any terms one cares to 
name. The result is that he goes driv- 
ing around and either hits some per- 
son, maiming him for life, perhaps, 
or else smashes into a car belonging 
to some one else, who, upon going to 
an attorney for relief through the 
courts, is frequently advised that to 
commence a suit is merely throwing 
good money after bad, because the 
prosnective defendant is execution 
proof by reason of the fact that he is 
practically without property of any 
kind and simply has an equity of a few 


dollars, the automobile which caused 
the damage. In one case a brand new 
Mitchell car was totally demolished 


by an old Rambler which had been 
purchased for $130, and $25 having 
heen paid in at the time of the acci- 
dent. 

Mr. Morris holds that the man who 
enould afford to pay a judgment in the 
event that one were secured against 
him has protected himself with a pol 
icy of insurance, and it is only the 
man against whom recovery cannot b® 
made who is careless of the rights ¢ 
others. 


NEW BOOK FOR ADJUSTERS 

The Spectator Company, New York 
has issued the Investigators and A4- 
justers Hand Book, by Fred H. Rees. 
a legal expert on the law of autom- 
bile. general liability’ and workmen’s 
compensation insurance. This new 
book contains valuable information re- 
rarding. claim investigating and ad- 
justing for all classes of casualty in 
eurance, including automobile, team. 
general and public liability, workmenr’s 
compensation, burglary and theft in- 
surance. 





ACCIDENT MAN COMING 
Arthur Woorlev. general manavrer 
of the North British & Mercantile. 
who is also a well known accident man 
connected with the Railway Passen- 
gers, is expected in the United States 
soon. 


FEDERATION REPORT READY 

The board of directors of the I” 
surance Federation of the State of New 
York has issued its annual renort cov- 
ering the fourth annual meeting held 
in New York, December 3, 1918. 
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CASUALTY AND SURETY POINTERS 





One of the casualty Men will be necessary to convince 


ry) ‘nN. / T 

Credit company managers re- them that they should carry it. HOME OFFICE: MACON, GEORGIA 
Where Cred- minds his field men You have the advantage over the 
it Belongs that the influenza epi- merchant or professional man, for you 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


demic has placed a can take your goods to the prospect 
great strain upon sick benefit societies (customer) while the merchant must 
which many have not been able to attract them to his store and ethic: 
stand. It is to the credit of the es- prevent the professional man _ from 
tablished life companies and_ stock even advertising. 
accident — and health companies The prospect's first impression of 
that they have risen to the emergency yoy goes a long way toward making 
and have displayed a strength that jhe sale, so always dress neatly 
only organizations built on sound prin- Do not tell your troubles to your 
ciples can demonstrate. _ Agents who prospects or policyholders but always 
will make an effort during the com- jisten to their troubles and help them 
ing year to increase the volume of jf possible. The little favors you «di 
accident and health business will be are frequently the means of your writ 


Surplus and Reserves to Policyholders......... $1,688,506.87 
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rendering a lasting service to the pub- 
li¢ and to themselves at the same 
time. 
a cs * 
Why premiums should be 
Paying paid in advance is ex- 


in plained by the Massachu- 
Advance setts Bonding and Insur- 
ance. Several thousand 


of our policyholders now pay their pre- 
miums annually in advance because 
under such plan of payment—1l. Mose 
policies add 10 per cent. to all monthly 
indemnities. 2. They enjoy continu- 
ous protection. 38. There is no danger 
of forgetting to pay on the first day 
of the month. 

For such policyholders as may be 
paying their premiums by mail there 
is another reason why premiums 
should be paid monthly—-3 cents will 
pay the postage on an annual pre- 
mium. If remitted monthly it will cost 
26 cents. In addition to saving this 
difference you will receive 10 per cent. 
more indemnity in case of a claim for 
temporary disability. Every pennyi 
counts if saved. 

* * * 
An idea on what is consid- 


ACon- ered real service may be 
ceptof gleaned from what United 
Service States Manager Frederick 


Richardson of the General 
Accident says to his field force. Here 
it is: “It has been very gratifying to 
me to note how willingly our agents 
have worked for us in our efforts to give 
policyholders a claim service that is 
second to none. There is a meaning in 
the word courtesy which indicates what. 
we are striving for. If we show the 
utmost consideration for our clients 
and go out of our way to render them 
service, as any true gentleman does in 
the ordinary course of life, we will 
be getting nearer to the goal we have 
set ourselves. Our motto for 1919 
should be ‘Nothing is too much troubia4 
for General Accident men.’ Yes, and 
women, too, for we all have to de- 
pend a great deal upon the assistance 
rendered by the gentler sex.” 

* ” * 


Nat N. Feldman, of the 


Pointers Massachusetts Bonding 
By Nat says that since his former 
Feldman partner enlisted in Uncle 


Sam’s army last July, he 
has personally written more business 
than they both wrote in a like period 
of time—and they averaged almost 
forty applications each month. Here 
are some of Feldman’s pointers: 
Bn keystone of success is “Never put 
. ; until to-morrow what can be done 
lay, 
day veg? ort district for every 
week. = bs larger’ district for every 
he rrecs plugging in that district. 
ng er you don’t happen to get 
re _ cation from the first three or 
a ae >spects you interview is no reéa- 
a Mrveng you should quit that section 
(*. yn or quit soliciting for the day. 
- oat wait for prospects to come to 
— office looking for you. Until people 
ao, are educated to the extent 
f ey consider insurance as much 
of @ necessity as sugar or shoes, sales- 


ing good business. 

You cannot hope to make a favor- 
able impression unless you are feeling 
right. The man who has a hearty 
laugh for the other fellow’s jokes 
makes a hit. Be happy. 

Don’t get discouraged when you meet 
a knocker. Many of them can_ be 
convinced by sound arguments and 
when converted they make the best 
kind of policyholders. Go to the bot- 
tom of each complaint whenever pos- 
sible. In most cases you will find that 
the Company’s failure to do what the 
policyholder desired was caused by the 
policyholder’s failure to do what was 
required of him. 

Don’t be a knocker yourself. It will 
lose you business in the long run. 

Always present your best policy | 
a prospect and stick to it. 

Try to deliver the policy in person 
and at a time when your policyholder’ 
family and friends are within hearing 
Take that opportunity to briefly ve 
view the selling points of the police 
and don’t overlook any prospect who 
may be in the group. 

ok A + 
Every draft blew risks off 


Those of our books just as the 
Who Fell autumn wind blows the 
Down leaves from the _ trees, 


says the National Casual- 
ty. We knew full well what our 
men were facing, and our appreciation 
was in measure with their staunchness. 
Only a few of the weaklings threw up 
their hands. They, however, were of 
the type that always throw up their 
hands unless the going is smooth and 
the sun bright and warm. December 
last year saw us ‘under heavy war 
burdens and restrictions and facing a 
poor prospect. Still the year has not 
been so very bad. Only those agents 
who thought they could not get along, 
did not. Those who looked the situ- 
ation in the eye found nothing to fear, 
and did find business and plenty of 
it. Every day now adds something to 
domestic revival. Our boys are re- 
turning, our munitions plants will run, 
but only to turn out products for do 
mestic consumption. Our country will 
continue prosperous with everybody 
employed, and two million more work- 
ers than we had before. The outlook 
is ten times better than a year ago, 
and we hope our representatives share 
our optimisim and good cheer. 
” + * 
How the Preferred Ac- 
The Genuine cident views the re- 
Insurance sponsibility of the 
Man agent is set forth in the 
following item which 
appeared in the “Preferred Pilot”: 
The average agent seems to think that 
his responsibility is limited to securing 
an application upon which a policy is 
issued by his company, deliver the pol- 
icy, collect the amount of premium 
thereon, and remit the same to the 
company, but fails to realize that his 
responsibility goes far beyond this. He 
is responsible to both the company and 
the policyholder in the matter of secur- 
ing the most complete and detailed in- 
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Establisneo 1869 New England 


_ London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord &Co. 
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The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
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formation possible, at the time of writ- 
ing the application. An application im 
properly and incompletely filled out is 
sure to lay the foundation for trouble 
should a claim be made. 

Most agents, for instance, will make 
a check mark on the application after 
the words “except as herein stated” 
under the impression that by thus 
showing that it was noticed it would 
answer every purpose. If it means any- 
thing such check mark simply means 
the question was noted and emphasizes 
the fact that it was not answered. 

In order to furnish correct informa- 
tion, and to make the application com- 
plete, instead of a check mark there 
should be either the words “no excep- 
tions” written in or, if exceptions, such 
should be mentioned. The acceptance 
by a company of an application with a 
check mark is practically a waiver 
while the answer written in “no excep 
tions” is a protective warranty and 
should always be used wherever there 
are “no exceptions.” 

The idea that seems to possess so 
many agents that the careful question- 
ing of the applicant is apt to weary him 
and incline him to lose interest is wrong. 
Every business man appreciates care 
and method in all business transactions 
in which he is interested and will ap- 
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preciate the care of an agent in secur- 
ing details, and in so doing the agent 
is building up a reputation that will be 
of much advantage. 

ty using care, being ever mindful of 
the company’s interests and also his pol 
icyholders’, he is building up business 
upon a solid basis that will redound to 
kis permanent benefit 

The true, genuine insurance agent is 
a man well infowmed as to his business, 
able to intelligently question his ap- 
plicant and to’ reply intelligently to all 
inquiries made of him, and whose state- 
ments can be relied upon absolutely as 
having been conscientiously made and 
honestly believed in. 
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The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


W, R. WILLS, Vice-Pres. 


Industrial, Life, Health and Accident Insurance 
in ONE policy 











Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mer. 
NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











CHICAGO BONDING AND INSURANCE COMPANY 


WRITES the following lines of INSURANCE 
FIDELITY AND SURETY, PLATE GLASS, BURGLARY, GENERAL 
LIABILITY, AUTOMOBILE LIABILITY, PROPERTY DAMAGE AND 
COLLISION, ACCIDENT AND HEALTH, MONTHLY PAYMENT 
Charles R. Culyer & Co., Resident Manager, 428 Walnut St., Phila., Pa. 
Geo. S. Dippold, Res. Mgr., 1107 Peoples Bank Bldg., Pittsburgh, Pa. 
W. F. Murphy & Co., Res. Mgrs., Union Trust Bldg., Jersey City, N. J. 
J. Ramsay Barry Co., General Agent, 10 South Street, Baltimore, Md. 
R. H. Lambert, Branch Manager, Equitable Bldg., Washington, D. C. 


Capital $500,000.00—Surplus to Policyholders, $825,544.20 
F. 0. ROBERTS, Vice-Pres. and Gen. Mgr. HOME OFFICE: CHICAGO, ILLINOIS 


























ALB. SMEESTERS 


6 Rue des Colonnes 


PARIS 


Insurance and Reinsurance 





Cable: Montalais, Paris 





AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 
Surplus to Policyholders $1,014,237.98 


Marine and War 
Risk Insurance 


Losses made PAYABLE in all parts of the world 


C.R. EBERT & CO., Inc. 


MARINE MANAGERS 
48-54 BEAVER STREET, NEW YORK 























Che Crans-Marinue 


Underwriting Agency Iur. 
of New York 


Managers for 
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Mariw and War Risk Iusurance 
17 SOUTH WILLIAM STREET NEW YORK 


GUARANTY TRUST CO. 
BANKERS {EQUITABLE TRUST CO. 
NATIONAL CITY BANK 
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AMERICAN MERCHANT MARINE | 
niente COMPANY 


‘THE CENTRE OF MARINE INSURANCE | 
IN THE UNITED STATES || 














WADE ROBINSON & CO., we. M4 
MANAGERS 
Merchant Marine House 
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New York City 


South William and Beaver Streets 
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